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The growing reluctance of railroads to boost rates any higher 
(see Railroads, pg. 1) stems from a plain and simple reason. The 
rails fear a new round of increased rates will do more harm than 
good, driving more traffic to other modes of transportation, 
trucks, waterways, and private haulage. 


A lot depends on the turn of events between now and Novem- 
ber when the railroads must absorb another built-in wage boost. 
But the fact is that as of now there is a swinging tide to try to 
hold the line and even reduce rates wherever possible. 


At any rate, knowledge of this current thinking gives P.A.’s 
and traffic managers a clearer jumping off point for some long- 


range planning. 


It’s another piece of the price-general cost jigsaw which con- 
fronts purchasing management in planning ahead for anticipated 
busier fall and winter production schedules. 


Accurate reading of the complicated charts of inventory levels 
requires some basic understanding of inventory habits in relation 
(Continued on page 21) 


P.W. Holds Ist Formal Conference 
On Drug and Chemical Purchasing 


New York—PuRCHASING WEEK'S first formal conference with 
fop-level purchasing executives sought answers to two problems: 


hiring and training 
in chemical buying. 

Conferees were: Frank D’An- 
tonio, Charles Pfizer & Co.; 
George Polzer, WITCO Chem- 
ical; M. D. MacBurney, Allied 
Chemical Corp.; Henry Pauley, 
Jr... American Cyanamid; and 
Ordine Ferris, Schering Corp. 
P.W. editors, Joe Cohn and John 
Baxter acted as moderators. 

In a lively discussion many 
ideas were developed that could 
be adapted to other purchasing 
departments. Conference  con- 
clusions and excerpts of the con- 
ference record begin on page 16. 

Similar conferences with pur- 
chasing executives are planned by 
PURCHASING WEEK. These will 
be staged throughout the coun- 
try. All will bring together ex- 
pert opinion on pertinent and 
timely purchasing problems. 


purchasing personnel, and improving contracts 


Shale Reduction Method 
Expected to Yield Oil 
At Competitive Costs 


New York—A new oil-shale 
reduction method expected to 
yield liquid fuel at competitive 
costs has been announced by the 
Denver Research Institute. Tests 
indicate Colorado shale oil could 
be delivered in West Coast 
markets at $1.42-$1.92/bbl. 

The process, developed by a 
Swedish engineer, involves heat- 
ing metal balls and revolving 
them in a retort with shale. Oil 
Shale Corp., owner of Western 
Hemisphere rights, plans com- 
mercial development. Vast shale 
deposits contain an estimated 
trillion barrels of shale oil. 


Aluminum Tags 
To Rise Aug.! ? 


New York—There’s still 
decision on whether or not 
raise aluminum tags on Aug. |. 
On that day wage rates are 
scheduled to go up about 25¢ an 
hour. 

Cost pressures would indicate 
a need for a boost. But lagging 
demand and increased competi- 
tion from foreign sources as well 
as from other metals make any 
action a bit hazardous. 

Producers now put a 24¢ a 
lb. tag on pig aluminum. Last 
year the metal sold at 25¢ until 
Aug. | when upped labor costs 
forced a price boost to 26¢. On 
April 1, 1958, it was cut back to 
24«, the current price. 

Big question major aluminum 

(Continued on page 3) 


P.A.s Attend 
Trainee Course 


Chicago—tThe interrelation of 
purchasing with other manage- 
ment functions was stressed in 
an unusual middle management 
training program just completed 
at Motorola, Inc. headquarters 
here. 

[wo purchasing agents were 
among 30 young executives who 
participated in a special eight- 
week in-plant course described 
by Motorola training director 
Larry Wrenn as a “kind of cross- 
breeding of management func- 
tions.” 

Classifying the participants as 
“definitely promotable third and 
fourth level management people,” 
Wrenn said the “idea was to show 
how each management function 
interrelates with another, to give 
each individual a clear concept 
of total corporate life.” 

Representing the purchasing 
department at the discussions 
were Frank Domark, who han- 
dles Motorola’s automotive con- 


tract and raw material procure- 
ment, and Edward Koenig, in 
charge of purchasing for the 
microwave division. 


Each week the young managers 
gathered for three hours to ex- 
amine some phase of manage- 

(Continued on page 21) — 


R.R.s to Drop Efforts 
or Fall Freight Hike 


Industry Officials Feel Increase Could Hurt 
Overall Structure; Automatic Wage Boosts 
Costing $140 Million, Will Be Absorbed 


Chicago—The nation’s railroads will 


forego across-the-board 


freight rate increases this fall, even though they must dip into 
“empty pockets” for a $140 million wage hike. 


Hoffa Transport 
Empire Attacked 


Washington — Some major 
challenges — from government 
and organized labor itself — are 
shaping up against Teamster 
President James R. Hoffa's plans 
to promote a powerful alliance 
of transportation unions covering 
movement of all products from 
coast to coast. 

Goal of the International 
Brotherhood of Teamsters is to 
bring the nation’s 50 transporta- 


tion unions and the 3.5 million 
workers involved in hauling 


goods under one joint working 
pact. It would include bargain- 
ing, jurisdiction, legislative goals 
—all areas of mutual concern. 
One key segment of the group 
(Continued on page 21) 


Canadian Nickel Firm 
Sets 20% Output Cut, 
3rd Cutback This Year 


New York — International 
Nickel Co. of Canada, Ltd. cut 
nickel production another 20% 
July 14 at its Sudbury, Ont. op- 
eration. This is the third cutback 
in 1958. Two cuts of 10% each 
were made in April and May. 

Rise in unsold stocks (now 135 
million Ib.) is behind cut. 

This latest reduction brings an- 
nual production down to about 
200 million Ib. of nickel, about 


35.5% below the estimated 
yearly production rate of 310 
million Ib. 


Inco’s mines and plants have 
gone on a four-day week avoid- 
ing the necessity of laying off 
about 2.500 employees. 


This is the flat forecast of both 
Eastern and Western rail execu- 
tives. They even go as far as to 
predict few, if any, selective rate 
boosts. As one spokesman put it, 
“the industry is more aware to- 
day than it has ever been of the 
danger of tampering with the rate 
structure.” 

As a result, there is strong 
pressure to reduce rates at any 
opportunity. 

Thomas Maguire, chairman of 
the Western Traffic Association, 
insists that “no plans have been 
made by the Western railroads for 
any general freight rate increase 
to cover the forthcoming wage in- 

Continued on page 22) 


Small Business 


May Get Tax Aid 


Washington—Small businesses 
would be given a tax break for 
increasing their inventories under 
a plan now being considered in 
Congress. 

Its a new. proposal being 
pushed by Democrats on the tax- 
writing House Ways and Means 
Committee. The Committee has 
spent several weeks studying the 
matter and was still trying to 
iron out details at the end of last 
week. The bill is slated to be 
reported out early this week. 

As now conceived, the idea 
goes something like this. Small 
businesses would be able to de- 
duct up to say $500 from their 
tax bill for any increased invest- 
ment in inventories in one year 
over the average of the past three. 

The deduction would be listed 
as a tax credit. That is, it would 
not be a straight-out tax cut. It 
would be merely a tax deferment 

(Continued on page 4) 


New York—Shippers are keeping a watchful eye on 
a new concept in piggyback transportation, due to. be 
“tested” shortly on a coast-to-coast basis. 

A unique step in a rapidly growing transport trend, 
the service is based on shipper-owned truck vans and 
rail flat cars moving through what would amount to a 


nationwide system of truck and rail interchange. 
Informed sources predict that once the “kinks are 
ironed out,” the system will offer purchasing agents 
and traffic managers greater speed and reliability in 
shipping, plus lower costs. 
these benefits will grow with the service. 


It is further predicted that 


much to haul 


— 


Various forms of piggyback have been operating in 
different sections of the country for some time. This 
new service, however, is unique in that rates will not 
be based on commodities. Therefore, it 
a trailer-load of diamonds 


will cost as 
from New 


(Continued on page 22) 
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Supply and demand are still calling the price signals. 

That's the only inference you can draw from the recent price action (or 
lack of action) involving several major industrial items. 

Reluctance to raise tags in aluminum, steel, and tires—in the face of rising 
labor and other costs—speaks for itself. So do recently reported slashes in 
some machine tool and appliance lines. 

On the basis of cost, a boost in many of these quotations would seem almost 
a sure bet. The fact that they have not been increased is a further indication 
that prices aren’t made at somebody’s whim. 

Whether tags are decided on in some executive's office or in the proverbial 
market place, they must still take into account our old friends supply and 
demand. 

In the long run it’s these market-type factors that determine at what level 
prices will settle. 

o 2 * 


Evaluating market factors is never an easy task. 
It's particularly hard today when the economy is bottoming out—with no 
general trend, up or down, readily apparent. 
_ In today’s uncertain markets with their razor keen competition a mistake in 
judgment can be pretty costly. That’s why producers like to take a good hard 
second look before they actually post a price boost. 
And this second look is usually a pretty comprehensive one—with a whole 
list of market factors weighed and balanced off against any projected increase. 
® oJ * 


Some of the ones most often mentioned: 


¢ Intra-industry competition 


-If one firm raises its quotas will other firms 
follow suit? 


Last week, for example, two major firms were selling copper at 
2642¢ a Ib. while the third was quoting 25¢. 

¢ Inter-industry competition—To a considerable extent, major metals are 
substitutable. In certain specific uses; for example, aluminum might find 
itself competing with steel and copper. Rayon cord vs. nylon cord is another 
good illustration. 

¢ Foreign competition—Prices of imported goods—particularly in the 
metals, machine tools, chemicals, and textile lines—must be thoroughly 
weighed before any price decision can be taken. _ 

¢ Public relations—The big producers are becoming more and more sensi- 
tive to public opinion. You can’t discount the importance of this. No big 
firm or industry will risk an abortive price boost. Above all they don't want 
to be blamed for nipping any recovery in the bud. 


But behind all these considerations lies the still-dominant factor of poor 
demand. 

That's really the basic reason for current corporate timidity. 
| As soon as buying shows signs of picking up, you can expect a rash of 
Increases in items like metals where costs are pressing close to prices. 

When will this be?—probably sometime in late summer or fall. 

Just exactly when depends on how quickly business picks up—the faster the 
recovery, the sooner the price boosts. 

Moreover, the increases will be selective. In certain competitive consumer 
lines and in many types of industrial machinery, producers will tend to absorb 
costs—until there’s a substantial increase in ordering. 


PURCHASING WEI 


Ss 


J 
1957 


JA S QO N OD JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC 


material prices. The index is not intended to give 
price movements of specific commodities. The items 
used are important only in that, together, they re- 
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flect the current general market trend in sensitive 
industrials. Weekly prices for most of the items cov- 
ered are published in ‘Commodity Prices’ below. 


This Weeks Commodity Prices 


METALS 


Pig iron, Bessemer, Pitts., gross ton 
Pig iron, basic, valley. gross ton 

Steel, billets, Pitts. net ton 

Steel, structural shapes, Pitts., cwt 
Steel, structural shapes, Los Angeles, cwt 


Steel, bars, del., Phila., ewt 

Steel, bars, Pitts, cwt 

Steel, plates, Chicago, cwt 

Steel scrap, #1 heavy, del. Pitts., gross ton 
Steel scrap, #1 heavy, del. Cleve., gross ton 
Steel scrap, #1 heavy. del. Chicago, gross ton 
Aluminum, pig, lb 

Secondary aluminum, #380 lb 

Copper, electrolytic, wire bars, refinery, lb 
Copper scrap, #2, smelters price, lb 


Lead, common, N.Y., lb 


Nickel, electrolytic, producers, lb 
Nickel, electrolytic, dealers, lb 
Tin, Straits, N.Y., lb 

Zinc, Prime West, East St. Louis, lb 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y. barge, bbl 
Heavy fuel, PS 400, Los Angeles, rack, bbl 
LP-Gas, Propane, Okla. tank cars, gai 


Gasoline, 91 oct. reg, Chicago, tank car, gal 
Gasoline, 84 oct. reg, Los Angeles, rack, gal 
Coal, bituminous, slack, ton 

Coke, Connellsville, furnace, ton 


CHEMICALS 


Ammonia, anhydrous, refrigeration, tanks, top 
Benzene. petroleum, tanks. Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. lb 
Glycerin, synthetic, tanks, lb 


Linseed oil, raw, in drums, carlots, lb 

Phthalic anhydride, tanks, lb 

Polyethylene resin, high pressure molding, carlots, lb 
Rosin, W.G. grade, carlots, f.o.b. N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, ewt 

Sulfur, crude, bulk, long ton 

Sulfurie acid. 66° commercial. tanks, ton 
Tallow. unedible, faney. tank cars, N.Y. Ib. 
Titanium dioxide, anatase, reg. carlots Ib 


PAPER 
Book paper, A grade, Eng finish, Untrimmed, carlots, 
CWT 


Year % Yrly 


Bond paper, #1 sulfite, water marked, 20 Ib carton lots, 


CWT 
Chipboard, del. N.Y.. carlots, ton 
Kraft liner, 42 lb del. N.Y. ton 
Wrapping paper, std, Kraft, basis wt. 50 lb rolls 
Gummed sealing tape, #2, 60 Ib basis, 600 ft bundle 


BUILDING MATERIALS 

Brick, del. N.Y., 1000 

Cement, Portland. bulk. del. N.Y.. bbl 

Glass. window, single B, 40” bracket, box 
Southern pine lumber, 2x4, 84s, trucklots, fob N.Y. 
Douglas fir lumber, 2x4, 84s, trucklots, fob N.Y. 


TEXTILES 

Burlap, 10 oz, 40”, 100 yd 

Cotton, | Middling, N. Y.. Ib. 
Printcloth, 39”, 80x80, N.Y., spot, yd 
Rayon, satin, acetate, N.Y., y 


Wool tops, N.Y. lb 
HIDES AND RUBBER 


Hides, cow, light native, packers, lb 
Rubber, #1 std ribbed smoked sheets, lb 
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Aluminum Tags to 


Rise on Aug. 1? 


Wage Boost on That Day a Factor 


Producers Hesitate as Demand Lags and Foreign 


Competition Increases, Fear Other Metals 


(Continued from page 1) 
1en are asking is whether a price 
Ost now would cut into sales. 
\ctually developments in_ three 
najor areas between now and 
\ug. | may well decide if a boost 
s likely. 

e Industrial demand for the 
light metal—So far producers 
have felt no heavy demand surge. 
And it’s unlikely that any will 
be forthcoming in the next few 
weeks. Consuming — industries, 
feeling the recession pinch, are 
still wary about placing any large 
orders. Fields where aluminum 
plays a major role include auto- 
motive, appliances, and construc- 
tion. 

® Possible action by Alumin- 
ium Ltd. of Canada—tThis big 
foreign producer exports big 
amounts here. Actually, it was 
the Canadian company’s decision 
to reduce. prices that forced the 
2¢ a lb. cut in quotations here a 
few months ago. 


Other Metals a Threat 


_@ Price trends in other metals 

Producers would be a lot more 
inclined to go ahead with a boost 
if the current firm copper tone 
continues and if steel producers 
decide to boost tags. That's 
cause aluminum competes di- 
rectly with and copper in 
many areas. 

But note that any decision to 
forego a price boost will only be 
a temporary reprieve. Producers 
being squeezed by raising 
costs and will up tags as soon as 
the business outlook starts im- 
proving. 

Complicating the problems 
faced by producers ts the factor 
of surplus capacity. As a result 
of the recent huce aluminum ex- 
pansion program, capacity is now 
up to 1,989,000 tons a year. 


be- 


steel 


are 


Much Capacity Idle 
Only about 1,383,550 tons of 
this, less than 70° , is now being 
utilized. The rest is idle, and alu- 
minum makers must still shell out 
heavy investment costs on it. 
Russian competition is an- 
other—though — indirect—prob- 
lem according to a new aluminum 
memorandum prepared by a 
group of U.S. senators. Since 
1955 Russia has been exporting 
considerable tonnage to Euro- 
pean markets. 
As a result, European interests 
have had to cut prices. Now sev- 
eral nations are offering alu- 
minum. in the United States at 
depressed prices. 


New Markets Needed 


One way to combat these dis- 
rupting forces has been the in- 


creased drive to capture new 
markets. At last report it was 
meeting with considerable suc- 


Coss. 
e Aluminum engines are com- 


ing closer and closer to reality. 
lwo car manufacturers, Ford 
and Chevrolet are almost ready 
to put an all-aluminum engine 
into production. Chrysler, Willys, 
and American Motors are also 
doing extensive research in this 
field. 

e Aluminum producers are 
also after a bigger share in the 


rich packaging industry. Big 
hopes held in increasing 
aluminum use in the manufacture 
of cans, cartons,  foil-plastic 
coffee packages, and milk and 
juice containers 

e Aluminum roofing is now go- 
ing on 30 cabooses of the Great 
Northern Railroad. That’s the 
first such application of this kind 
according to Alcoa who supplied 
the metal. 

e Aluminum put over regular 
insulating material is now being 
used to protect outer surfaces. 
The light metal also has excellent 
reflecting characteristics; there- 
fore, it can act as an insulating 
agent well as a_ protection 
against weather. 
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Central Purchasing Set 
By Milwaukee County 


Milwaukee, Wis.—The Mil- 
waukee county board of super- 
has voted to establish a 
central purchasing department to 
handle purchasing for all depart- 
ments, including the county insti- 
tutions and park commission, 
which presently do about 90% 
of the county’s purchasing. 

A controversy raged for 
months over efforts to retain 
autonomy for these two depart- 
ments, with the purchasing agent 
to be given power only to co- 
ordinate their activities with 
other county buying. 


visors 


Centralization of purchasing 


had been a major recommenda- 
tion of the Public Admiunistra- 
tion Service, Chicago, an agency 
enlisted to study the county's 


problems 


Air Procurement Unit 
Moves to Phoenix Ariz. 


Phoenix, Ariz.—The Arizona 
Air Procurement District of the 
Air Material Command 
has relocated its headquarters 
here from Hughes Aircraft Co., 
Tucson. 

District offices will be located 


at Sky Harbor Municipal Airport 


Force 


here. 


Starts Prepaid Shipments 
Newark, N. J.—Kracuter & 


Co., Inc., manufacturer of pliers, 
snins, chisels, punches, and star 
pre- 
naid shipment will be made on 
5°00 


drills, has announced that 


‘ture orders of more than 


or weighing more than i90 {5 


The Ludlow Line Protects Your Products Better 


How to wrap a freight car 
faster for less money... 


ai 


There are lots of ways to “‘wrap” a freight car. You can do it with 


non-expendable fabrics . . . 
You can do it with wood... 
And you can do it the best way 


(But they cost too much and get lost too easily). 
(Costs too much and takes too long). 
with Champ water 


proofed and 


glass-reinforced papers. Champ’s low cost and high durability 


(thanks to tension-tied glass reinforcement) 


of freight packaging, unitized loading and car lining. 


make it ideal for all kinds 


Champ papers are typical of Ludlow’s job-tailored packaging products. 
Look to Ludlow for greater protection, lower costs and faster packaging. 


PAPE 


NEEDHAM HEIGHTS 94, 


We'll consider it a privilege to serve you! 


UDLOW 


RS, INC. 


MASS. 


This Week’s 


Washington 
Perspective ww i+. 


Complete rewrite of federal budget estimates facing up to the 
fiscal facts of life may be in the works. 

Government fiscal officers are pushing for this within the 
Administration. They want back to the 
sound budget principles, estimating as close as possible actual 
outlays and income of the government between now and next 
June. 

Wishful thinking permeated the preparation of the fiscal 1959 
budget when it was drawn up last January. After a behind the 
scenes hassle, estimates of receipts were deliberately pegged at a 
level that had only the slimmest chances of ever being realized. 

The reason for this is no secret: Officials, led by Raymond J. 
Saulnier, chairman of the President’s Council of Economic Ad- 
visers wanted to inspire confidence in businessmen—no matter 
how shakily based this confidence might be. 

With the recession already four months underway, estimates of 
receipts were set at $74.4 billion. This level of income would 
have required a business year of practically boom proportions. 

Then there’s the fact that the budget has been used for means 
which it was never intended. Last year, attempts were made to 
use it in the economy drive that never got off the ground. This 
year, the reverse was tried, also unsuccessfully, to pump out more 
dollars as an anti-recession device. 

Budget officers are afraid that more of such practices would 
undercut confidence in the reliability of federal fiscal policy. 
They feel that the recession is over, that business and consumer 
confidence is rebuilding, and it’s time to return to first budget 
principles. 

They want to revise the estimates when the budget review for 
this fiscal year is published late this summer, taking into account 
that there has been a business downturn. 

The new forecast wouid call for a $5 billion slash in federal 
receipts in the next 12 months. This would put the total at $69 
billion. 


to get essentials of 


Any lingering doubt that the economy has hit bottom was dis- 
pelled when the new employment figures came out last week. 

Unemployment rose to 5.4 million—a 17-year high. But an 
increase was expected when students left school to take summer 
jobs. The big thing is that the rise was less than expected. 

Important gains were made in the critical manufacturing sector. 
For the first time in 18 months, manufacturing employment went 
up more than seasonally. In all, 156,000 workers were added to 
factory payrolls, 46,000 of them in the hard-hit durable goods 
industries. 

The gains practically assured that industrial production con- 
tinued to rise for the second month in a row. 

And it probably meant there was an improvement in the in- 
ventory position of manufacturers. Manufacturers apparently 
were selling more. eating into inventories less, and stepping up 
their stocks of goods in process and buying more materials. 

* * * 

The improved employment picture is one of the most important 
factors setting the firmer tone of reports President Eisenhower is 
getting on the economy. The President’s economic advisers have 
been giving him more encouraging briefings lately, eliminating 
many of the qualifying statements they felt compelled to make 
only a month ago. 

The reason is they feel certain that the business decline is over 
—that it’s only a matter of when the upturn begins. 

They now are more optimistic over an autumn rise than they 
had been. The view is that it will take shape in September and 
then move forward on a stronger note in the last few months. 


Weekly Production Records 


Latest Week Year 

Week Ago Ago 
Steel ingot. thous tons 1.459 1.376 2.015 
Autos. units 34,240 92,2771 73.682 
Trucks, units 7.442 16.736 14.051 
Crude runs, thous bbl. daily aver 7.461 7,541 7.840 
Distillate fuel oil, thous bbl 11,128 11,229 12.446 
Residual fuel oil, thous bb] 6,723 6.625 7,730 
Gasoline, thous bbl 27,282 27.061 25.876 
Petroleum refineries operating rate 81.2 82.3 87.1 
Container board. thous tons 102.723 133.075 78.963 
Boxboard, thous tons 91.092 144.354 79.062 
Paper operating rate. ‘ 81.7 88.5 92.2 
Lumber, thous of board ft 230.729 241.456 246.90] 
Bituminous coal, daily aver thous tons 1.624 1.486 2,102 
Electric power, million kilowatt hours 11.150 11,757 11,056 
Eng const awards, mil § | ng News-Rec 559.0 466.3 S25.5 
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FACTORY INVENTORY DECLINE is 


hard goods section. The $400-million drop in May, 


marked seventh 
goods fell 9% 


still centered in 


straight month of decline. Hard 
below ‘57 peak; soft goods, 2%. 


Replenishment of Inventories Key 
To Recovery of Nations Economy 


Inventory Reductions Biggest Single Factor in Current Business 
Downturn; Commerce Department Reports Offer Many Tips to P.A.’s 


Washington—When will pur- 
chasing agents start replenishing 
their inventories? That’s one of 
the key questions hanging over 
the economy today, and thus 
major reason why stock figures 
are followed so closely. 


Information Available 


P.A.’s, themselves, can get a 
wealth of information by watch- 
ing key inventory figures. Where 
stocks are heavy, where they're 
light, whether they’re increasing 
or decreasing—all these are cov- 
ered in monthly government sta- 
tistics; and all provide helpful 
hints to your own buying actions. 

But whatever your buying de- 
cision, it’s important to a lot of 
other people too. What you pur- 
chase in the next few months will 
be carefully watched by business- 
men and economists all over the 
country. 

Reason: Inventory changes 
play a major role in business 
Huctuations. 

The recent inventory cutback, 
for example, has been the big- 
gest single factor in the current 
business downturn. Of the $18 
billion decline in the gross na- 
tional product (annual rate) from 
the third quarter of last year 
through the first quarter of 1958, 
inventory liquidation accounted 
for $12 billion or two-thirds. 


Recession Bottoming Out 


Although the recession appar- 
ently has struck bottom, most ob- 
servers do not believe an upturn 
really will be underway until a 
new round of industrial buying 
sets in. 

Major clues as to when this 
might be are available from the 
Commerce Department’s reports 
on inventory behavior. 

They cover some 2,000 manu- 
facturing firms accounting for 
about 70% of all inventories. 
These manufacturers report di- 
rectly to the Commerce Depart- 
ment each month, where officials 
compute the data, analyze it, and 
estimate total inventories. 

The latest inventory reports. 
those for May, show some en- 
couraging signs. Combined in- 
ventories of manufacturers, 


wholesalers and retailers dropped 
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some $650 million in the month, 
compared with liquidations of 
$900 million in April and $700 
million a month earlier this year. 
Manufacturing inventories ac- 
counted for $500 million of this 
decline, about the same rate of 
decline for the past six months. 
But a highly significant shift took 
place during May that is not 
shown unless this $500 million is 
broken down into its component 
parts: purchased materials, goods 
in process, and finished goods. 
Some $300 million of the de- 
cline took place in the finished 
goods sector, by far the biggest 
drop since the recession started. 
This portion of inventories had 
been holding fairly steady for 


most of the recession, with most 
of the cutbacks coming in pur- 
chased materials and goods in 
process. 

The big decline in on-the-shelf 
items is considered a_ healthy 
sign. It indicates that manufac- 
turers’ sales are clearing top- 
heavy bins and that they may 
have to start replenishing stocks 
on this level within a few months. 

Of equal importance, the de- 
tailed breakdown also shows that 
P.A.’s in non-durable goods in- 
dustries actually increased their 
supplies of purchased materials 
in May. This was the first time 
purchased materials in non-dur- 
able industries went up since 
June, 1957. 


Small Business 


May Get Tax Aid 


(Continued from page 1) 
that would have to be paid back 
at a later date. In effect, it would 
amount to an interest-free fed- 
eral loan. 

The same sort of tax credit 
would be given for purchase of 
machinery and plant equipment. 
In the case of both inventories 
and equipment, the tax credit 


would amount to 5% with a 
limit of SS5SOO allowable in de- 
ductions. 

The credits would come off 


the firm’s final tax bill, not from 
income before taxes. 

The program tentatively would 
run for five years, after which the 
repayments would begin. 

Committee members suggested 
the tax credit plan as an alterna- 
tive to the Administration’s pro- 
posal to allow quicker deprecia- 
tion solely for purchases of used 
equipment up to $50,000 a year 
for a business. 

The group felt that including 
inventories would benefit more 
small businesses, including re- 
tailers and wholesalers. 

The committee has given gen- 
eral approval to the rest of the 
Administration’s small business 
tax proposals. These would al- 
low small corporations with up 
to 10 stockholders to be taxed as 
partnerships; permit estate taxes 
to be paid for over a 10-year 


period where the estate is tied up 
in investments; and, and raise the 


$1,000 limit that original in- 
vestors can deduct as capital 
losses. 

Tax relief for small business 


appears certain to win congres- 
sional approval this year. Many 
proposals to do something for 
the little fellow have been kick- 
ing around Congress for years, 
but it took the recession this year 
to give them the boost they 
needed. 


Hard Goods Show Gain 
In May of $500 Million 


Washington—New orders in 
May showed a healthy upturn 
according to new government 
report. Leading the gain was the 
key hard goods sector which 
reported new business up $500 
million in May after adjusting 


for the usual seasonal fluctua- 
tions. Rises were centered in 
primary metals and_ electrical 


machinery. 

This hard goods gain more 
than offset a $300 million decline 
in soft goods new orders. Details 
are shown in the table below: 

Manufacturers New Orders 

(Billions of Dollars) 


April May 
Total 24.5 24.7 
Hard Goods 10.8 11.3 
Soft Goods a7 13.4 


Adjusted for seasonal variation. 
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A.M.A. Schedules Five Seminars 


To Assist Purchasing Executives 


New York—The American 
Management Association has 
scheduled five purchasing work- 
shop and orientation seminars 
between August and December 
to aid purchasing executives 
‘keep abreast” of their growing 
profession. 

The first session, to deal with 
“Administration of the Purchas- 
ing Function,” will be held Aug. 
4-8 on the Colgate University 
campus, Hamilton, N. Y. Semi- 
nar chairman is Edward Krech, 
director of purchases for J. M. 
Huber Corp., Hillside, N. J. 

Among the subjects to be cov- 
ered during the five-day course 
are “Basic Functions and Re- 
sponsibilities of the Purchasing 
Dept.,” “Tools for Purchasing— 
Policies, Forms, Procedures & 
Controls,” “Vendor  Relation- 
ships—Policies and Responsibili- 
ties,” and “Purchasing & Mate- 
rials Management.” 

This seminar, as will the 
others, includes discussion on 
the position of purchasing in the 
management organization. It will 
center on costs, performance rec- 
ords, and executive development 
and human relations policies. 

The remaining workshops will 
deal with “Organization and 
Management of the Purchasing 
Department.” Following the pat- 
tern of the Colgate sessions, one 
will be held in Chicago Sept. 


17-19, and the others in New 
York Nov. 10-12 and Dec. 
15-17. 


FINEST TOWELS 
for less than $2.00 


per employee per year! 


A New Jersey corporation with 


500 Mosinee 


white Turn-Towls found that the 


employees using 
cost of towel service in 1956 was 
$1.94 per employee. 

Cost of previous service with 
ther towels was $2.52 per em- 


ployee per year. 


Vt 


Sulohhoke Tous 


BAY WEST PAPER CO. 


1096 West Mason Street 
GREEN BAY * WISCONSIN 


Subsidiary of Mosinee Paper Mills Co 


‘ 
1 BAY WEST PAPER CO. ! 
i 1096 West Mason St., Green Bay, Wis ; 
' Please send me the free Turn-Towl Kit , 
with complete information on Turn-Towl 4 
Servic i 
Name i 
Firm : 
Address L 
City Zone State ' 
i 
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A.M.A. says these seminars 
are designed to provide a current 
picture of the advances that are 
presently being made in _ the 
purchasing and materials manage- 
ment field. The emphasis is on 
the development of managerial 
skills as well as the technical 
purchasing tools and techniques. 

A purchasing course scheduled 
for Oct. 6-8 in New York differs 
from the others inasmuch as it 
is an orientation seminar rather 
than a workshop. It is geared to 


provide P.A.’s with more precise 
tools to improve their company’s 
profit picture. 

All of the seminars will investi- 
gate the principal functions of 
purchasing departments, such as 
buying, negotiating, expediting, 
auditing, and communicating. 
They will also touch on central- 
ized vs decentralized purchasing. 

A.M.A. expects not only pur- 
chasing executives, but also man- 
ufacturing executives, vice-pres- 
idents and material managers to 
attend these workshop seminars. 
Registration should be made 
through the American Manage- 
ment Association, Inc., 1515 
Broadway, Times Square, New 
York, 36, N. Y. 


Installment Credit Decreases in May; 
F.R.B. Cities Dip in New Automobile Loans 


Washington Installment 
credit outstanding fell by $100 
million in May after adjusting 
or seasonal fluctuations. The 
Federal Reserve Board in re- 
leasing the new figures attributed 
the decline solely to the slow- 
down in new auto loans. 

Meanwhile, seasonally  ad- 
justed total non-installment credit 
(single payment loans, charge ac- 
counts and service credit) rose 
by $50 million during the month. 
This offset the drop in installment 
credit and pushed up total con- 


sumer credit by $50 million. De- 
tails are given in the table below 


Consumer Credit 
Millions of Dollars 


Change during 


Yr 
May ended 
May 31. (Sea. May 31 
Type of Credit 1958 Adj 1958 
instalment credit, total 32,957 100 799 
Automobile paper 14,713 183 170 
Other consumer 
goods paper 8,176 +. 53 + 95 
Xepair and modern 
ization loans 1,933 8 47 
Personal loans 8,135 22 827 
Noninstallment credit, 
total 10,070 150 291 
Single-payment 
loans 3,616 8 + 34 
Charge accounts 3,956 +146 122 
Service credit 2,498 +12 135 
Total consumer credit 43,027 + 501,090 


Sylvania fluorescent lamps 
are as much as 14% brighter 


Sylvania fluorescent lamps consistently perform above published ratings 
from the start...deliver more light than other brands. 


Another reason why 


more light. 


Advanced engineering makes 
Sylvania fluorescent lamps 
superior in many ways— 
makes light a better tool of 
productiontoincrease profits 


Tests in the laboratory and in work- 
ing installations show that Sylvania 
fluorescent lamps consistently deliver 


During the past two years, alone, a 
comparison of Sylvania fluorescent 


light. 


lamp performance you expect 


to give you this dividend of light 


lamp performance with the perform- 
ance of other brands shows Sylvania 
lamps deliver as much as 14 


This light output superiority means 
Sylvania gives vou the maximum new- 


gives you all the light vou pay for 
... from the start. 


Sylvania fluorescent lamps continue 


throughout every burning hour... 
and deliver more light than other 


more 


Sylvania Fluorescents give you more light 
at lower cost than all other brands 


brands throughout their usetul life. 
This is another example of how 
Sylvania builds extra value into fluo- 


rescent lamps to help cut your light- 


Division 


60 Boston St. 


ing and operating costs. 

Let vour local Sylvania Represent- 
ative show you how Sylvania’s supe- 
riority can save you time and money. 
Call him today, or write: 


SYLVANIA LIGHTING PRODUCTS 
IVANIA Fi rkic Propucts IN 
, Dept.5L-8607, Salem, Mass. 
InCanada:SylvaniaElectric(Canada),Ltd. 
Shell Tow ld 


¢) Buildin 4 


Ss 


VUontre 


SYLVANTA Lighting Products 


make light a better too/ for profits 
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Percival Heads 
Cincinnati P.A. s 


dent; Richard Kemmerly, Buf- 
falo-Springfield Roller Co. Div. 
of Koehring Co., secretary; and 
Wayne Devers, The Oliver Corp., 
treasurer. Robert Harley, Rob- 


Cincinnati Lynn Percival,| bins & Myers, Inc., was re- 
Joa +. /elected national director. 
purchasing agent, American Tool — . . ik iy eins 

hs ariey <¢ é - 
Works Co., has been elected - 


president of the Cincinnati Asso- 


ciation of Purchasing Agents. 


elected to serve two-year terms 
as directors; and Ralph North, 
Buckeye Incubator Co., and 
Kemmerly were named to serve 
as directors for two years. 

Ted Bell, Howard Paper Co., 


Urbana; M. K. Mise, Bulldog 
Electric Co., Bellefontaine; and 
Dr. W. A. Hammond, Drierite 


Co., Xenia, were re-appointed to 
serve as out-of-town directors 
for another year. 


Canton P.A.’s, Salesmen 
Told to Sell Democracy 


Canton, Ohio — Purchasing 
men and salesmen alike have the 
responsibility to sell the theory 
of democracy to the world, Can- 
ton purchasing agents were told 
at the June 18th meeting of the 
Canton P.A.A. 


In his talk at the executive 
night meeting of the Canton- 


Eastern Ohio Association of 
Purchasing Agents, Dr. Neal 
Bowman, educator, author, lec- 
turer, and sales psychologist, 
explained that businessmen are 
leaders in the army that will defy 
Communism. 

Putting the fight of democracy 


against communism on a business 
basis, Bowman listed three R’s: 
Realize the problem, realize your 
potential, and realize your com- 
petition. “The competition which 
democracy is fighting is com- 
munism,” he said, and “you fight 
competition every day in your 
business life.” 

Dr. Bowman has been a lec- 
turer for the National Association 
of Manufacturers since 1944. 


India’s Growth Aired 
For Little Rock P.A.’s 


Little Rock, Ark. — India’s 
growth and development since 
her independence from Great 


Britain in 1947 was outlined for 
members of the Little Rock As- 
sociation of Purchasing Agents 
at the June 19th meeting here. 

Dr. K. G. Hrishikesan, with 
Reynolds Metals Co.’s Hurricane 
Creek Plant, told the P.A.’s of 
the slow, yet determined growth 
and development taking place in 
a democratic fashion. 

Dr. Hrishikesan, who was born 
and educated in India before 
coming to this country, pointed 
out that India is one example of 
many such underdeveloped coun- 
tries that will and must be de- 
veloped democratically if the 
free world is to maintain its bal- 
ance of power over increasing 
Communistic influence. 


LYNN PERCIVAL 


Other officers elected at the 
group’s annual election meeting 
were: vice president, C. C. | 
Oehler, Jones & Laughlin Steel pu 
Corp.; vice president, Harold tw 
Wagner, Vulcan Supply & Metals Ca 
Co.; secretary, Maurice Halpin, \s 
Wm. T. Johnston Co.; treasurer, } 
William Tittle, Weber Engineered ria 
Products Co.; and national di- an 
rector, Andrew Hopple, Nutone, Wé 
Inc. Di 
Karl Blum, U.S. Playing Card mi 
Co.; Ray Louder, Fay & Egan CI 
Co.; and Robert Smith, Alvey ch 
Ferguson Co., were elected trus- m: 
tees. 
St 
Sp 
P.A.A. of Utah Names ‘ 
Emmertson President * 
M 
Salt Lake City, Utah—Newly & 
elected officers and directors of th 
the Purchasing Agents Associa- C 
tion of Utah were installed at a C 
dinner meeting here. N 
Wendell L. Emmertson, pur- “] 
chasing agent for Salt Lake 
Refining Co., became president SI 
succeeding Charles B. Bartlett, St 
P. A. and treasurer for Allen SI 
Steel Co. Bartlett was named cl 
national director. ” 
Other officers installed include: 
Clyde A. Theobold, Vitro Uran- 
ium Co., vice president; Glen protects | 
S. Winegar, Salt Lake City Board eet | 
of Education, secretary; and E. F 
Thomas Lloyd, Beneficial Life = g = ra 
Insurance Co., treasurer. against rust i ip times longer 
The new directors include: . Rss a o & © BY fi 
Gordon QO. Richards, Graybar 
ee ee Now you've got a stronger ally than ever, in the tected longer with New Gulf Metalcoat A. Eco- 
Supply Co.; Joel H. Bowen, war against rust and corrosion. New Gulf Metal- nomically, too! | 
Christensen Diamond Products coat A... the revolutionary new aluminum pig- Brush, dip or spray either smooth or rough | 
Co.; William Pershing James, mented liquid coating ... protects metal surfaces metal surfaces. In cases where only temporary 
senggae tes Jesus Christ of Latter- up to 10 times longer—under the most severe ex- protection is desired, New Gulf Metalcoat A can 
on sig Biota ye 8 posures in industrial and marine atmospheres. be removed easily with a petroleum solvent. 
R. Peterson, Brigham Young Uni- Salt spray tests at Wrightsville Beach, N. C. Your Gulf Sales Engineer can show you how ( 
versity. : : proved that new Gulf Metalcoat A gives 7 to 10 much less it costs to get longer protection against F 
times greater protection than competitive prod- rust and corrosion, with New Gulf Metalcoat A. | 
ucts. And before its introduction, nine years of Just call him, at the nearest Gulf office. | 
Springfield P.A.A. Names intensive exposure tests proved its extraordinary | 


: rust preventive properties. 
Carver to Presidency , _ ) 


Springfield, Ohio—Installation Where and how to use New Gulf Metalcoat A GULF OIL CORPORATION 


of officers and directors for the _ : Dept. DM, Gulf Building 
1958-59 term featured the June Cuntear ping, Sat SANE, Cneaperaen Pittsburgh 30, Pa 
18 meeting of the Springfield As- equipment, bridges, ships, metal roofs, stacks— 8 , Pa. 
sociation of Purchasing Agents. practically any type of steel structure can be pro- 
William Carver, Mad River 
Supply Co., took over as presi- 
dent. Other officers installed in- 
clude William Craig, Jr., The 
Yost Superior Co., 


vice presi- 
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Some relax on chairs . . . Others on the golf course . . . But there was some business like Charlie Cullen’s talk on “Eternal Fury.” 


P.A.s Conduct 


Two-Day Course 


Carolinas-Virginia Unit 
Sponsor Summer Meet; 
DeRose Guest Speaker 


Roaring Gap, N. C.—A special 
purchasing -course featured the 
two-day summer meeting of the 
Carolinas-Virginia Purchasing 
Agents Association here in June. 

Entitled “Definition of Mate- 
rial Requirements—Qualitatively 
and Quantitatively,” the course 
was taught by Dr. Louis J. 
DeRose, the New York manage- 
ment consultant. Hall Whitworth, 
Champion Paper & Fiber Co., 
chairman of the education com- 
mittee, presided at the session. 

Publisher Carl Goerch, of “The 
State” magazine, Raleigh, N. C., 
spoke about various aspects of 
North Carolina and its folklore. 

An “Information Please” 
forum panel, lead by Grayson C. 
Meetze, South Carolina Electric 
& Gas Co., chairman, started off 
the second day’s activities. 
Charles E. Cullen (above right), 
Cullen Associates, Charlotte, 
N. C. and Chicago, Ill., spoke on 
“Eternal Fury.” 

Perry G. Harmon, Hanes Ho- 
siery Mills, vice chairman of the 
standardization committee, pre- 
sided at a brief panel discussion 
entitled “Standardization Quick- 
Ies. 


Intermountain P.A. Meet 
Planned in September 


Salt Lake City, Utah—Plans 
for the 12th annual Pacific Inter- 


mountain Purchasing Agents 
Conference, to be held _ here 


Sept. 26-27, are rapidly crystal- 
lizing under chairman J. Merrill 
Bushnell’s direction. 

Conference theme will be 
“Expanded Spheres of Purchas- 
ing.” Addresses by Gordon B. 
Affleck, N. A. P. A. president; 
G. W. Howard Ahl, N. A. P. A. 
executive secretary-treasurer;, and 
John A. Hill, president of Air 
Reduction Co., Inc., are sched- 
uled. 

A tour of the steel mill and 
chemical plant of U. S. Steel’s 
Geneva Works has been arranged, 
and there will be roundtable 
forums on selected subjects of 
interest to P.A.’s. 

The conference is sponsored 
by the Purchasing Agents Asso- 
ciation of Utah. Inquiries and 
requests for registration should 
be addressed to Glen E. Young- 
bert, P. O. Box 1229, Salt Lake 
City 10, Utah. 
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OKLAHOMA CITY 


Want to be 
more tranquil ? 


\ on 


AMARILLO @—— } 


SAN ANTONIO 


SPECIFY *‘ROADWAY'’' ON YOUR 


BOSTON 
SYRACUSE SPRINGFIELD 
SAGINAW ROCHESTER : 
MILWAUKEE MUSKEGON FLINT BUFFALO 
GRAND RAPIDS DETROIT ERIE 
KALAMAZOO CLEVELAND NEW YORK 
SOUTH BEND | imal bo DITTSBURGH PHILADELPHIA 
M 
KANSAS CITY — COLUMBUS BALTIMORE 

INDIANAPOLIS > WASHINGTON 

CINCINNATI 
TULSA EVANSVILLE 
LOUISVILLE 
NASHVILLE KNOXVILLE WINSTON-SALEM DURHAM 
MEMPHIS HICKORY —_— 
CHATTANOOGA CHARLOTTE 
GADSDEN FAYETTEVILLE 
GREENVILLE 
ANNISTON ATLANTA CHARLESTON 
LA GRANGE AUGUSTA 
SAVANNAH 
COLUMBUS . 
MONTGOMERY 
HOUSTON 


Write your nearest Roadway terminal for map showing 
single-line service from your location through half the nation. 


AKRON, OHIO 


AMARILLO, TEXAS ERIE, PA. NASHVILLE, TENN 
ANNISTON, ALA EVANSVILLE, IND. NEW YORK, N. Y. 
ATLANTA, GA. FAYETTEVILLE, N. C OKLAHOMA CITY, OKLA 
AUGUSTA, GA. FLINT, MICH. PHILADELPHIA, PENNA 
BALTIMORE, MD. FORT WORTH, TEXAS PITTSBURGH, PENNA. 
BIRMINGHAM, ALA. GADSDEN, ALA. ROCHESTER, N. Y. 
BOSTON, MASS. GRAND RAPIDS, MICH. ST. LOUIS, MO. 
BUFFALO, N. Y. GREENVILLE, S. C. SAGINAW, MICH. 
CHARLESTON, S. C. HICKORY, N. C. SAN ANTONIO, TEXAS 
CHARLOTTE, N. C. HOUSTON, TEXAS SAVANNAH, GA. 
CHATTANOOGA, TENN. INDIANAPOLIS, IND SOUTH BEND, IND. 
CHICAGO, ILL. KALAMAZOO, MICH. SPRINGFIELD, MASS. 
CINCINNATI, OHIO KANSAS CITY, MO. SYRACUSE, N. Y. 
CLEVELAND, OHIO KNOXVILLE, TENN. TOLEDO, OHIO 
COLUMBIA, S. C. LA GRANGE, GA. TULSA, OKLA. 
COLUMBUS, OHIO LIMA, OHIO WACO, TEXAS 
COLUMBUS, GA. LOUISVILLE, KY. WARREN, OHIO 
DALLAS, TEXAS MEMPHIS, TENN. WASHINGTON, D. C. 
DAYTON, OHIO MILWAUKEE, WIS. WILSON, N. C. 
DETROIT, MICH. MONTGOMERY, ALA. WINSTON-SALEM, N. C. 


ROADWAY EXPRESS, INC. « 
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DURHAM, N. C. 


MUSKEGON, MICH 


147 PARK ST. « 


ORDERS 


Why worry your overworked doctor? You can get rid 
of a lot of jitters by simply writing “Ship via Roadway 
Express’ on your purchase orders. With almost 3000 
pieces of rolling stock covering half the nation, Road- 
way is prepared to deliver full or LTL shipments with 
equal promptness and safety. Nearly 70 terminals, 
equipped with modern freight-handling equipment, 
are ready to serve you — often with single-line service 
from your key shipping points. Properly stacked... 
intelligently handled . .. you can be sure your ordered 
merchandise will get in when you want it and the 
way you want it. 


AKRON 9, OHIO 


Union Carbide Given 
Manganese Options 


Melbourne—The Union Carbide Corp. 
has obtained options over extensive man- 
ganese deposits in Western Australia, not 
far from areas where manganese 1s now 
being mined and carted to Port Hedland 
for export. 

Union Carbide is understood to be 
preparing a big program of mapping, 
drilling,. and sampling and hopes to de- 
velop an extensive deposit of manganese 
ore. It will also study economics of 
mining in the light of transportation prob- 
lems. 


Magnesium Ore Found 


Bogota, j 
rich deposit of magnesium ore has been 
reported near the city of Cali. The 
Medellin School of Mines and the labora- 
tories of the University of Valle said ore 
samples showed the deposit had a high 
percentage—almost 80% —of pure mag- 
nesium. 


FOR LASTING 

GOOD LOOKS...USE 
ALCOA ALUMINUM 
FASTENERS 


Build lasting good looks—sparkling 
sales appeal—into your aluminum prod- 
ucts with Alcoa® Aluminum Fasteners. 
Get perfect color match, avoid dis- 
coloring and weakening corrosion. 
Avoid ugly stains with bright, carefree 
Alcoa Aluminum Fasteners. 

With Alcoa Aluminum Fasteners 
you are protected against galvanic and 
atmospheric corrosion. And they are 
readily available in all standard types 
and sizes at your local Alcoa distributor; 
or call your nearest Alcoa sales office 
Look in the Yellow Pages of your tele- 
phone directory. 


ZN 
\ | wy 
ALCOA ._ ALCOA THEATRE 


ALGIAAL 


Exciting Adventure 
RBs: rowens Alternate 
“© Monday Evenings 


Your Guide to the Best in Aluminum Value 


FREE... FACTS, SAMPLES...FREE... FACTS 

ai ita areata aaa nies aan “7 

| Aluminum Company of America | 
| 2250 G Alcoa Bidg., Pittsburgh 19, Pa 

| Gentlemen: Please send complete specification data | 

Ind samples of Alcoa Aluminum Fasteners. | 

| 

| 

7 Company | 

| Address 
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Foreign Perspective 
JULY 14-20 


London—The problem of getting Russia to join the International Tin 
Council is still very much in the news. 


Now London’s Metal Bulletin has come up with a suggestion that may 
raise some eyebrows in the U.S. 

The publication asks why not give Russia an inducement to join, namely an 
allocation of new copper by the West. 


Russia currently is flush with tin and short of copper. So officials think a 
positive inducement like copper would be likely to bring the Russians into 
the Tin Council. 


That’s the reasoning. But there’s one big snag. Would the United States 
(which, the Metal Bulletin says, really dictates Western policy regarding cop- 
per shipments to the Soviet) have any interest in bolstering up the tin price? 


Traditional U.S. concern is to get tin as cheaply as possible. And the U. S. 
certainly wouldn’t want to help Russia solve industrial bottlenecks caused by 
copper shortages. 


Paris—Western nations’ agreement to ease Red trade bans may affect inter- 
national trade ’round the world. 

England, France, West Germany and Japan are all expected to use the eas- 
ing to greatly expand their trade with the Red bloc. They have long argued 
that existing bans have hurt the West more than the Reds. 

As things stand now, the West will lift from 30-50% of existing curbs on 
shipments to Iron Curtain countries. It means some 80 items in all will be 
taken off the banned list. 

Goods that will probably be freed include chemicals, metals, machine tools, 
electronic goods, industrial equipment and agricultural machinery. 

Uncle Sam isn’t too happy, thinks easing goes a bit too far—but will go 
along with the decision. 


Brussels—Russia is about ready to enter the international wool fabric 
market. 

So says a representative at Russia’s exhibit at the Brussel’s World Fair. 
The Kremlin spokesman intimated the Reds now have a surplus of wool 
fabrics and are looking for foreign buyers. 

Up to now, textile and garment exports have been small, limited only to 
carpets and fur. 

The carpet segment may be the one to show the biggest gain. England, for 
one, has shown considerable interest in purchasing Russian carpets. 

And based on what is shown here, they have a good chance of capturing 
a good portion of the carpet market. 

The textile market is not the peasant-type “hand woven” industry it was in 
czarist times. It’s an up-to-date factory-system industry run mostly by cooper- 
atives, one which can turn out substantial volume. 


Bombay—The Indian Communist State of Kerala has signed an amazing 
“capitalist-type” agreement with a large Indian industrial firm. 

It’s being pointed out here as a vivid illustration on how communists will 
do an abrupt about face if it can help them in any way. 

The agreement in question involves the setting up of a rayon wood pulp 
plant. But here’s the amazing proviso insisted on by the firm and accepted by 
the communists: 

The firm is being given power to draft its own labor rules. It has also 
received the promise of the state to take “timely and positive steps” to pre- 
vent labor disputes. 

Kerala Reds had little alternative. Up to now had been instrumental in 
creating labor unrest. Result: Without labor safeguards industry has refused 
to move in. 

And industry is desperately needed in Kerala. It’s the only way the Reds 
hope to cut the widespread unemployment in their state. 


Johannesburg—Downturn in world mineral use is beginning to have its 
effect here in South Africa. 

The mineral boom in South-West Africa, which has brought many millions 
of dollars into the territory and provided employment for thousands of 
workers, is over. 

Low world prices for a variety of minerals is behind the slowdown. It 
has caused the closure of several key mines. 

The recent announcement that the manganese mines 110 miles from 
Okahanja are closing means that five of the largest mines in the territory have 
ceased production. Several other tungsten, tin and vanadium mines have also 
closed. 

Many marginal mines run by small groups also have stopped production. 
Exploration programs by larger groups have been abandoned or curtailed. 

Slowdown, however, is regarded as only temporary. Business leaders here 
note that the country is extremely rich in a wide-variety of minerals; and 
that new mining records only await the pickup in world metal demand. 
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Chilean Copper Group 
Eyes Soviet Markets 


Santiago, Chile—Eying Soviet markets, 
the Chilean. Copper Department wants 
its government to junk its policy agree- 
ments which block Chilean copper ex- 
ports to Iron Curtain countries. 

The Chilean copper agency urged the 
government foreign office to revise agree- 
ments with the United States banning 
exports of copper to Soviet bloc countries. 
The department said political and eco- 
nomic considerations involving strategic 
materials have changed and the export 
ban was harmful to Chilean economy. 


Indonesia Ships 2,000 Tons 
Of Tin Ore to Britain 


Jakarta, Indonesia—Two thousand 
tons of tin ore have been shipped to Lon- 
don from Indonesia. 

It is the first big ore shipment from the 
island of Bangka since the government’s 
anti-Dutch measures last December. 


MORE SKILL 
EVERY HAND 


Vitalloy® Forged 


ENGINEERS’ 


15° Angle - Double Head 


“The Aristocrat of Wrenches” 


They feel good in your hand. Balanced 
to permit continuous use with less ‘‘lift 
fatigue’’. Light weight and plenty strong. 
Drop forged from special analysis alloy 
steel, heat treated, quality controlled 
and have the Billings guarantee to meet 
today's industrial production needs... 
skilled hands like to use Billings Tools. 


BUY "EM 
from your 


BILLINGS DISTRIBUTOR 


BILLINGS 


WRENCHES 
SHOP TOOLS 


Since 1869 Tools and Forgings of Quality 


THE BILLINGS & SPENCER CO. 


HARTFORD 1, CONN. 
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This Changing Purchasing Profession. . . 


Elsey, Purchasing V.P., 
Retires From Pennsy 


Philadelphia—Warren R. El- 
sey, vice president of purchases, 
stores and insurance for the Penn- 
sylvania Railroad since 1956, has 
retired. 

Elsey had been with the firm 
47 years. After graduating from 
Carnegie Institute of Technology 
in 1911, he joined the railroad’s 
South Pittsburgh shops as a 
draftsman. In 1942 he was trans- 
ferred to the purchasing depart- 
ment. 


William S. Hutchings has been 
promoted from purchasing engi- 
neer to assistant manager of pur- 
chasing at The New Jersey Zinc 
Co., New York. : 


Donald W. Matzen has been 
appointed purchasing agent for 
Chrysler Corp.’s Service Parts 
and Accessaries Supply Division, 
Detroit. He had served as pur- 
chasing agent for the De Soto 
Division since December 1954. 


William H. Berg has been 
made assistant purchasing agent 
at the Aurora Works, Aurora, 
Ill., of Thor Power Tool Co. He 
will be in charge of purchasing 
of office equipment and supplies, 
shop equipment, mill supplies, 
and maintenance supplies. 


Richard W. Banks succeeds 
Harold W. Jones, who is retiring, 
as purchasing agent, Philadelphia 
Gas Works Division, The United 
Gas Improvement Co., Philadel- 
phia. Banks had formerly been 
assistant superintendent of pur- 
chases, Berwind-White Coal Min- 
ing Co., Philadelphia. 


P. M. Broach, vice president 
and manager of crude oil pur- 
chases and supply, Suntide Re- 
fining Co., has moved his office to 
the firm’s refinery, Nueces Bay, 
Corpus Christi, Tex. ; 


William Lawrence Duncan, 
assistant purchasing agent at 
White Motor Co., Cleveland, will 
retire July 18 after 46% years 
with the firm. : 


John J. Garrity has been ad- 
vanced to hoist district sales 
manager for northern California, 
northern Nevada, Utah and Ha- 
waii by Yale Materials Handling 
— The Yale & Towne Mfg. 

oO. 


PATRICK BRADLEY has been ap- 
pointed manager of distributor 
sales for American Hoist & Der- 
rick Co., St. Paul, Minn. 
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Henry E. Pruner, formerly 
western regional sales manager 
and manager of conveyor and 
elevator belting sales, has been 
made marketing manager of the 
Mechanical Goods Division, 
United States Rubber Co., New 
York. 


Harold S. Davis has been pro- 
moted to sales manager of the 
DataTape Division, Consolidated 


Electrodynamics 
dena, Calif. 


William F. 
named national sales manager, 
processed food containers, Can- 
co Division, American Can Co., 
New York. 


Charles J. O’Lone has taken 
the post of western district man- 
ager with Data-Control Systems, 


Bloomfield, 


formerly western regional sales 


Corp., Pasa-|Inc., Danbury, 
supervisor for 
May has _ been|ton Controls Co. 


Jerome Samet 


Conn. He was}]Samet, 58, senior packing engi- 
neer at Lehn & Fink Products 
Corp., died June 22. 

Samet joined the firm in 1929 
as a purchasing agent and in 
1949 was appointed to the senior 
engineer's post. He was a mem- 
ber of the National Association 
of Purchasing Agents. 

He is survived by his wife, a 
son, sister, and two grand- 
children. 


Robertshaw-Ful- 
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New Bagcloser 
Model 171 


COMPLETE WITH 9’9” 
SELF-LEVELING CONVEYOR, 


FOR YOUR OPERATORS 


F.O.B. 
Buffalo 


INSTALLATION and TRAINING 


Best Buy in Bagclosers! 


Change your ideas about output and costs! 


Precision-engineering brings you new Bagcloser 171. 


The most efficiency and versatility for your production dollar. 


Longest Conveyor. 99” Hy- 
draulic “barber shop” height setting! 
Men stand erect. Plenty of elbow-room 
between fill spout and sewing head. 
Automatic Stitcher Head con- 
trolled by bag passage. No inefficient 
one-leg hop; no tiring stoop or bend. 
Fast—Up to 20 bags a minute with 
two men, 8 a minute with one, stead- 
ily, because it doesn’t tire workers. 

Most Economical and versatile 
machine for chemicals, feed, fertiliz- 
ers, and consumer units in SOM paper 


INTERNATIONAL 
PAPER 


BAGPAK DIVISION, N.Y.17, N.Y. 
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bags. Caster-mounted, it works with 
all weigh machines and adjusts to 
spout height. 


Handles All Bags 14'%" to 30” 
Fast, easy changeover with self-ad- 
justing conveyor. 


Explosion-Safe and Troublie- 
Free—Pneumatic-clutch sewing head. 
Welded steel construction. Ball and 
roller bearings. Standard model wired 
to Nema 4 specs: Furnished to Nema 7 
or 9 specs. at 1/3 optional cost of 
other machines. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd St., New York 17, N. Y. 
Room 1404L 

Please send full data on Bagcloser 171. 


Name 


Firm 


Address 
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330 West 42nd St., New York 36, N. Y. 
McGRAW-HILL‘S NATIONAL NEWSPAPER OF PURCHASING 


Print Order This Issue 26,792 


$6 You Spent Wisely 


When it comes to spending money, you, as a purchasing agent, are an 
expert. Your basic job is just that, to spend money. Multifarious as your 
responsibilities and duties may be, each revolves around your ability to get 
100% or plus 100% value for every dollar. In other words, as a successful 
purchasing executive, you have a reputation for spending wisely. 

Knowing this, I couldn’t help but be impressed with a midyear report from 
our circulation department showing that thousands of purchasing executives 
from coast to coast have entered into a contract with us. Each has paid $6 
for a year’s subscription to PURCHASING WEEK. 

The contract is an extremely simple one. It calls for you, the buyer, to pay 
$6. It calls for us (17 editors who are backed by the far-flung services and 
facilities of McGraw-Hill Publishing Co.) to supply you with a copy of 
PURCHASING WEEK each week for one year. We, as the vendor, are under 
obligation to fill each copy with editorial material of interest to you. There’s 
a penalty clause in the contract, too. We publish it in every issue in our 
indicia (usually page 20) under “Unconditional Guarantee”. It states: 

“We agreed, upon direct request from paid up subscribers to our New York 
office, to cancel any subscription if PURCHASING WEEK’s editorial service is 
unsatisfactory. The proportionate subscription price of any unmailed copies 
will be refunded.” 

That, I’m sure you'll agree, is laying it right on the line. 
“contract” that says what it means and means what it says. 

Because you are you, a purchasing executive, you asked some pertinent 
questions before you filled out a purchase order for $6. You asked in what 
areas PURCHASING WEEK would render service. You were told—and there 
have been no changes—that there would be these six areas of service: 

1. Price and supply news, trends. 4. Washington and world news. 

2. New materials and products. 5. News of purchasing. 

3. Business news affecting purchasing. 6. Helpful feature stories. 

Then, of course, you asked: “Why should I spend $6 for a publication, when 
I receive a lot of other publications free?” But usually you yourself answered 
it by phrasing it this way: “Why should I spend $6 for a publication when I 
get a lot of other publications free whether I want them or not?” 

As editors our duties do not include selling subscriptions although, in a 
literary sense, we really are circulation salesmen. And, just as Other salesmen 
who call on you regularly, we are under obligation to render a real service to 
you. If you hadn’t paid the $6, we really wouldn’t be under obligation to you 
to render any kind of service. 

That is something I’m dead certain you recognize. Why am I so sure? Just 
because your basic job is to spend money and to spend it wisely. 
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Your Follow-Up File 


P.A.’s Frown on Once-a-Year Sales Calls 


New Haven, Conn. 

I am of the opinion that a once a 
year call is wasted effort; however, | 
feel that too many calls not properly 
staggered can likewise become offen- 
sive to the P.A. 

Most vendors on our approved list 
have a definite program of contacting 
us approximately every 30 days, which 
we find most desirable. 

R. F. Burrows 
Purchasing Agent 
C. Cowles & Co. 


St. Petersburg, Fla. 

It is very rare for a one-time sales 
call to bear any particular value other 
than finding out that the product is 
not used by the potential customer. 

[ encourage my buyers to respect 
the salesman’s time and indicate the 
desired frequency of call. 

On standard purchased parts, fre- 
quent calls are not generally neces- 
sary. On parts made to the customer’s 
specification, sales personnel should 
endeavor to time their visits during the 
purchasing phases of new contracts 
and their missionary visits at any time 
that is mutually convenient. 

I firmly believe that the sales per- 
sonnel are an equal counterpart of 
procurement, and good attention and 
alert use of their information is ex- 
tremely valuable. 

R. B. Walworth 
Purchasing Manager 
Electronic Communications Inc. 


Brooklyn, N. Y. 

Aside from the fact of eliminating 
non-users, there is no other practical 
value to a call of this type insofar as I 
am concerned. 

During the course of the year, 
should requirements change and a 
new source of supply be required, the 
purchasing agent is not likely to re- 
member a one-time call as much as a 
fellow who regularly calls and solicits 
business—not a pest mind you—but a 
persistent caller. 

A. E. Ferrar 
Purchasing Agent 
Royal Lace Paper Works 


Houston, Tex. 

A one-call sales call is of no value 
to a consumer. It may be warranted by 
the vendor to determine if an indus- 


Purchasing Week 


trial concern is a user or non-user of 

its products. From the purchasing 

viewpoint, it is of value only to learn 

of a new product and availability of a 
new source on regular items. 

O. E. Ostrom 

Purchasing Agent 

Southwest Steel Products 


e Jn our June 30 column, a Hart- 
ford, Conn., P.A. asked about the 
value of isolated sales calls and 
what was the generally accepted 
minimum of industrial sales calls 
for the best return. 


Can You Help This P.A.? 


Dubuque, Lowa 

I don’t know if you can help us, but 
you may be able to supply us with some 
information. 

Our company is making plans for a 
program which will be both educa- 
tional and entertaining for our em- 
ployees. We propose to have monthly 
meetings with a program related to the 
functions of, or the materials used by, 
our plant. The information will be pre- 
sented by speakers, films, and group 
discussions. 

We have accumulated some good 
material but would like to gather more 
and find sources for future material. 

R. A. Edgar 
Purchasing Agent 
Thermo Electric Manufacturing Co. 


e Do you know of any material or 
films that this P.A. could use? 


A Big Hand for 
Standards Story 


New York, N. Y. 

Your standards article (“ ‘Big View’ 
of Standardization Presented for 
P.A.’s,” June 16, p. 14) was exception- 
ally well done. 

[ routed the magazine to the man- 
agers of NEMA’s section service and 
engineering departments for their 
views, and both agreed that your work 
will prove helpful to your readers as 
well as to our member companies, prac- 
tically all of which are vitally con- 
cerned with product standards. 

Russell Gingles 

National Electrical Manufacturers 

Association 
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PURCHASING WEEK Asks You... 


What is the greatest benefit you derived 
from attending American Management As- 
sociation’s recent seminar on purchasing? 


a 


W. B. Collings 
Texas Instruments Inc., 
Semiconductor Components Division, Dallas 
“Probably the greatest benefits I derived came 
from the ‘workshop sessions’ in which each of our 
own individual problems were discussed by all the 
group on an informal basis. It was surprising to find 
that nearly all purchasing problems are common to 
most industries and it was interesting and informa- 
tive to learn how other industries were coping with 
them. I am very hopeful of incorporating into our 
purchasing function applicable phases of these ideas 
in the near future.” 


How to Get More Out of Purchasing Week 


Read Every Article Subjectively 


Like all magazines PURCHASING WEEK 
has too many subscribers to publish each 
issue with the exact content that each 
reader would like. 

Yet because our subscribers are all in 
purchasing, we do have a common inter- 
est. And if each subscriber will read the 
paper subjectively, he will be amazed at 
how close P.W. comes to being his own 
paper. 

By reading subjectively we mean that 
every subscriber should read our articles 
in the light of his own experience and 
needs. What we are trying to say is that 
if you think as you read, you will get 
more out of PURCHASING WEEK. 

Take the July 7 issue for example. On 
page | a story told of tariff reductions. 


Bernard Bluthart 
Rome Air Force Depot, United States Air Force 
Griffiss Air Force Base, Rome, N. Y. 


“Striving to evaluate and improve the purchasing 
organization are problems common to both govern- 
ment and industry. The A.M.A. purchasing seminar 
permitted me to share in the techniques developed 
by men of vast experience in the procurement field 
and, through association with buyers and purchasing 
agents of large and small companies, to benefit from 
results of procedures and policies which have been 
service tested in these companies.” 


Grace Breen 
Thiokol Chemical Corp. 
Trenton, N. J. 


are shared by your fellow members. 


job and lose sight of your objective. 


R. S. Leonard 
P. H. Glatfelter Co. 
Spring Grove, Pa. 


“A.M.A. seminars provide two definite benefits. 
lhe first of these is the solution to specific problems, 
and the second is the perspective gained in general 
administrative functions. The seminar recently com- 
pleted, with its accent on value analysis and cost 
reductions through improved purchasing functions, 
gave me specific answers in areas which are of great 
interest to everyone at the present time.” 


E. C. Karl 


“Knowing that there are as many ways to run a 
purchasing department as there are purchi ising peo- 
ple—it is the results that count. It was also gratify- 
ing to hear your problems are not yours alone but 
Very often in 
the rush of daily problems you get too close to your 
found the 
talks the stimulus for many new ideas.” 


How will they affect your firm? Will they 
eventually harm its business? 

Potash is now being mined in Canada 
(p. 1). If your firm has been selling potash 


in Canada, can it meet the new competi- 
tion? 

New titanium alloys are now on the 
market (p. 1). Will you want to buy some 
of these? Can you use one or all? 

Lamar Lee, Jr., tells of what colleges 
should teach about purchasing on page |. 
Are you an expert on these subjects or 
should you brush up on them? 

There are six answers to the question, 
“How can the quality of programs at 
purchasing agent meetings be improved?” 
What about the meetings of your own 
group? Did these answers (p. 11) give 
you some ideas? 

By now you should have the idea. Ap- 
ply the information in every article to 
yourself and your needs. The man that 
does will find that PURCHASING WEEK 
is truly published for him. And the num- 
ber of good ideas he gets from his reading 
will amaze him. 


‘Life | in these ; 
= states... | 


Ever “Treed™ 
by Corrosion? 


materials? You can solve 85 to 100% 
Ace chemical resistant piping, 


It doesn’t cost... it pays. 


' for hot jobs i lic pipe any- 
; + where for hor 
' chemicals to 
215°F. Also 
handles tough 
organics. Rigid, 
tough nitrile. 
* Pipe and fittings 


Best non-metal- 
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Ever left high and dry by corrosion... 
sweating out repairs, shut-downs, wasted 


of these problems once and for all with 


ag 3 


tunity provided to compare your thoughts with them 
plus the benefits of exchanging ideas with others 
is very good. Certainly, as is the case with all meet- 
ings, the new contacts you make are invaluable.” 


Next Week-—July 21 


Six purchasing men answer this question: 


How can a purchasing agent help 
to stimulate sales for his company? 
You can suggest a question to be answered in this department by writing: 
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PURCHASING WEEK Asks You 
330 W. 42nd Street 
New York 36, N. Y. 


International Paper Co. cilia 
New York ee 
’ “It is very difficult to put your finger on exactly —semmineianes 

the benefits derived from any meetings or seminar, ' “BONDED Heavy Ace rub- 
even though the benefits are many. The quality of _ STORAGE” ber and plastic 
the speakers and discussion leaders of A.M.A. » for corrosives = 
functions is of the highest, therefore, the oppor- alkalies, acids, 

: bleaches, salts. 


Faultless seams, 
indestructible 
bond, shock and 
age-resistant. 
a +: eee Bul. 


de 
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ACE processing equipment of rubbe} : 


“Help” 
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valves, pumps, tanks and other equipment. 


Kedding 
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r /ACE-FLEX... 
1001 uses. Non- : 

f toxic, odorless, | sparkling clear 
» tasteless, steri- | 
lizable, flexible 
tubing. Excel- 
lent for chemi- 
cals, foods, and © 
for lab or ma- 
chine lines. % 
to 14%4”. Bul. 66. 
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. asia . 'D0- IT- YOURSELF | 
Special equip- ¢= 
ment often can PLASTICS 
be machined, } 
punched or ¢ 
welded of stand- 
ard plastic or 
hard rubber \ > 
sheet, rod or N > 
tubing. Write for ' 


details today. 


AMERICAN HARD RUBBER COMPANY. 


DIVISION OF AMERACE CORPORATION 
Ace Road * Butler, New Jersey 
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: ° ° 4 ALUMINUM DOME (top)ives pert 
Plastic pressure-dome covers stores at Du Pont construction site, $3,000 for 60-ft.-diameter dome. NYLON AIR STRUCTURE |ffom) we 


re 


MOBILVAN UNIT made by Clark Equipment Co. detaches from tractor-trailer, stays in your COATED NYLON TARP, used to cover sheet steel, is lighter, stronger, than regular ffs. M 
yard until contents are needed. Then unit can be parked where needed inside plant. says ‘‘Herculite’ material is mildew-proof, flame-proof, acid resistant. Cost: 15¢ sq. fiit 10-0; 


- 

TREATED PAPER makes low- 
cost covering for metal or 
wood. Paper is two layers of 
kraft laminated with adhesive 
containing fibers of sisal, 


‘aus TOs : * | glass, or rayon. Paper can be 


used as semi-tarp, or for 


OTA 


—> 
Away “OT N a WO Ss PAPER SHEDS to protect steel 

o™ ia : in factory yard. American 
Sisal-Kraft Corp., maker of 
above material says price runs 
1¢ sq. ft. and up, depending 
on type of paper ordered. 


CIRCUS TENT provides temporary outdoor storage at brass mill. Heating units at left prevent moisture conden- 
sation on stored metals. Tent’s maker, Eureka Tent & Awning Co., says 30 x 40-ft. shelter cost $750. 


If Its Outdoors— 


here re Ways to Cover It 
-\ at 


(top)ves permanent storage. Cost: $3,500 for 42-ft.-diameter structure. 
JRE iffom) was erected in four hours. Cost: $3,500 for 80 x 60-ft. dome. 


lar fs. Manufacturer 
q. fit} 10-oz. material. 


* 


‘ 


; a POLYETHYLENE BAGS permit outdoor storage. Maker, Chippewa Plastics, says bags WEATHERPROOF V-BOXES for Army are expensive. But Weyerhaeuser 
‘ ean kept contents dry through 8-day immersion test. Cost: 20-30¢ ea. in large lots. Timber Co. has waterproof corrugated boxes at 59% of V-box cost. 


— A PW. Profile 
Purchasing Challenging Career, 


men. Four years later he was put 
in charge of followup. He was 
promoted to buyer in 1925. Be- 
came Cadillac’s assistant man- 
ager of purchases in 1941, which 
post he retained until he retired. 

In those years he has come to 


Lone Star Steel Co. 
Nears Full Production 
Dallas—The Lone Star Steel 


Co. recently resumed something 
approximating full production at 


heat exchange equipment, has lo- 
cated its sales and service office 
in the new 1371 Peachtree Bldg. 
This office serves an area includ- 
ing Georgia, Florida, Virginia, 
North and South Carolina. 


Retiring P.A. Siewert Emphasizes 


the same conclusion that many| ts da mill near Daingerfield 
oun anaes sr needc| in East Texas. ‘ 
a beget age _ The work force was within a Brick Plant Purchased 
If you had it to do all overJanswer on the importance of|salesman needs ‘the buyer. few — eo poy 
again, would you select purchas-| price: “Today price is only one of} “Buying and selling,” says Sie- of _— : ad naa * 7 ; off —— 
ing as a career? four factors. They are design,} wert, “is a two-way deal. A suc- saga = been laid off since 
“Definitely,” says Herbert Sie-| quality, dependability, and com-|cessful salesman is one who Canly Neaive. 
wert, retiring assistant manager] petitive price. When I started] knows his product well, who is as 
of purchases for Cadillac Motor] price was perhaps the prime] interested in his customers as his stressed concrete by the auto- 
Car Division of General Motors.| factor, but not today.” own company. He is likeable,| Sqles Office Opens clave method. The new firm, 
Siewert started his purchasing | tolerant and understanding. These Century Block & Brick Co., Inc., 
career in 1919 as a stock chaser] characteristics apply to a buyer Atlanta—The Air Preheater|will have its headquarters in 
in a purchasing division of 11]as well as the salesman.” Corporation, manufacturer of! Shreveport. 


Monroe, La.—John W. Porter 
and Charles Brown of Shreve- 
port, La., have purchased the 
Century Brick Plant here and 
will specialize in making pre- 


SIEWERT gets gift upon retiring 
from Cadillac Division. 


“The constant challenge of 
working one’s way through ‘in- 
surmountable’ hurdles is a stimu- 
lating atmosphere. Because the 
peaks and valleys of yesterday 
seemed to have been replaced by 
continuous peaks today, there’s 
no time for monotony.” 

As a result of 37 years in pur- 
chasing, in which time he has 
bought over a million tons of 
steel, Siewert has developed some 
definite ideas, which he is willing 
to pass on to younger P.A.’s. 

“A buyer to be successful,” he 
says, “must be a good salesman. 
Many are the times he must sell 
a supplier on doing a_ job. 
There is always a better way to 
perform a job, the buyer must 
find it.” 

Siewert started his purchasing 
back in the buying days of World 
War II, when Cadillac was the 
prime contractor for light tanks. 
“We were charged with the task 
of finding sources who could pro- 
duce parts which were com- 
pletely strange to both them and 
us. Time was essence.” 

Siewert participated in many 
procurement clinics, which the 
Ordnance Corps sponsored to 
help suppliers like Cadillac. At- 
tending these displays through- 
out the country, he learned to 
appreciate the value of qualified 
suppliers. 


No. 2800 GATE 
Non-Rising Stem 
125 Ibs. WSP 
200 Ibs. WOG 


No. 2900 GATE 
Rising Stem 
125 Ibs. WSP 
200 Ibs. WOG 


No. 2400 GATE 
Non-Rising Stem 
100 Ibs. WSP 
150 Ibs. WOG 
Also available with Drain 


No. 601-X GLOBE 
100 Ibs. WSP 
150 Ibs. WOG 
Soft Disc. Also available 
in Angle or with Drain 


No. 1601 GLOBE 
125 Ibs. WSP 
200 Ibs. WOG 
Composition Disc. Also 
available in Angle 


No. 1606 SWING CHECK 
125 Ibs. WSP 
200 Ibs. WOG 
Brass, Composition or 
Leather Discs 


0-B VALVES 
with braze ends 


it takes only minimum torch 
time to bring valve ends to 


proper soldering temperature 
Card Solves Travel Problem 


During World War II, trans- 
portation was a problem, even 
with priorities. Siewert solved it 
with an honorary membership in 
the American Brotherhood of 
Railroad Employees. “All I had 
to do was show my membership 
card.” 

In recalling these experiences, 
Siewert thinks he has learned 
some things useful to those con- 


. even heat distribution re- 
sults in better solder flow for 
a leaktight joint. 


Ask your Ohio Brass Distributor 
about the complete line of O-B 
bronze valves. Or write to: 


OHIO BRASS COMPANY 
380 North Main Street 


No. 6606 SWING CHECK 


125 Ibs. WSP No. 6500 GATE No. 6700 GATE 

sidering a purchasing career. 200 Ibs. WOG Non-Rising Stem Rising Stem CANES, GS 
They are: Brass, Composition or 125 Ibs. WSP 125 Ibs. WSP 

“First, a basic engineering a ay ey a a ee AB44-V 
background is desirable. Second, 
some knowledge of manufactur- 
ing processes and general admin- 
istrative experience also is re- 
quired.” 

But Siewert has a different 
14 Purchasing Week July 14, 1958 
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Meetings You May Want to Attend 


Previously Listed 
JULY 


Purchasing Agents Association of Florida—®é6th 
Annual Purchasing Agents Institute, in coopera- 
tion with the General Extension Division of the 
University of Florida, Colonial Inn, St. Petersburg 
Beach, July 17-19. 


AUGUST 


American Society for Quality Control—Western 
Region, Annual Conference, El Cortez Hotel, San 
Diego, Aug. 7-8. 


Western Packaging and Material Handling Expo- 
sition—Civic Auditorium, San Francisco, Aug. 
11-13. 


Institute of Surplus Dealers—fall Trade Show, 
New York Trade Show Building, New York, Aug. 
17-19. 


West Coast Electronic Manufacturers Association 
and Seventh Region, Institute of Radio Engineers 
—wWestern Electronic Show and Convention, Pan 
Pacific Auditorium, Los Angeles, Aug. 19-22. 


SEPTEMBER 


Society of Automotive Engineers—Farm, Construc- 
tion and Industrial Machinery, Production Forum 
and Engineering Display, Milwaukee Auditorium, 
Milwaukee, Sept. 8-11. 


National Chemical Exposition—/nternational Am- 


phitheatre, Chicago, Sept. 9-12. 


American Die Casting Institute—Annual Meeting, 
Edgewater Beach Hotel, Chicago, Sept. 10-11. 


Instrument Society of America—13th Annual In- 
strument Automation Conference and Exhibit, 
Convention Hall, Philadelphia, Sept. 15-19. 


National Association of Purchasing Agents, 4th 
District—Conference, Severin Hotel, Indianapolis, 
Sept. 18-19 


The Material Handling Institute — Greenbrier 
Hotel, White Sulphur Springs, W. Va., Sept. 22-24. 


Standards Engineers Society—7th Annual Meet- 
ing, Benjamin Franklin Hotel, Philadelphia, Sept. 
22-24. 


American Mining Congress—Mining Show, Civic 
Auditorium, San Francisco, Sept. 22-25. 


Association of Iron and Steel Engineers—t|ron and 
Steel Exposition and Convention, Cleveland Audi- 
torium, Cleveland, Sept. 23-26. 


National Association of Purchasing Agents, Ist 
District—12th Pacific Intermountain Conference, 


Hotel Utah, Salt Lake City, Sept. 26-27. 


National Builders Hardware Exposition Hotel 


Sherman, Chicago, Sept. 29-Oct. 1. 


American Society of Tool Engineers — Semian- 
nual Meeting and Western Tool Show, Shrine 
Exposition Hall, Los Angeles, Sept. 29-Oct. 3. 


Fourth Annual Joint Military Industry Packaging 
and Handling Symposium—wWashington, D. C., 
Sept. 30-Oct. 2. 


Purchasing Agents Association of Baltimore— 
16th Annual Exhibit, Lord Baltimore Hotel, Sept. 
30-Oct. 2. 


OCTOBER 


National Institute of Governmental Purchasing— 
13th Annual Conference and Product Exhibit, 
Hotel Statler, Boston, Oct. 5-8. 


National Association of Purchasing Agents, 6th 
District—Purchasing Conference, Sheraton-May- 
flower Hotel, Akron, Ohio, Oct. 9-11. 


National Association of Purchasing Agents, 7th 
District—15th Annual Conference, The George 
Washington Hotel, Jacksonville, Fla., Oct. 12-14. 


National Electronics Conference—Hote!l Sherman, 


Chicago, Oct. 13-15. 


Packaging Institute—Annual Meeting, Edgewater 
Beach Hotel, Chicago, Oct. 13-15. 


Society of Industrial Packaging and Material 
Handling Engineers—National Industrial Packag- 
ing, Handling and Shipping Exposition, Coliseum, 
Chicago, Oct. 14-16. 


Purchasing Agents Association of Central lowa— 
Products Show, Veterans Memorial Auditorium, 
Des Moines, Oct. 15-16. 


National Office Management Association—Mont- 
real Business Show, Queen Elizabeth Hotel, Mont- 
real, Oct. 15-18. 


National Association of Purchasing Agents, 8th 
District—Conference, Mark Twain Hotel, Elmira, 
N. Y., Oct. 16-17. 


Conveyor Equipment Manufacturers Association 
—Annual Meeting, Greenbrier Hotel, White Sul- 
phur Springs, W. Va., Oct. 18-21. 


Society of Automotive Engineers—National Trans- 
portation Meeting, Lord Baltimore Hotel, Balti- 
more, Oct. 20-22. 


National Business Show — 
Oct. 20-24. 


Coliseum, New York, 


National Safety Council—-46th National Safety 
Congress and Exposition, Chicago, Oct. 20-24. 


Petroleum Industry Purchasing Management 
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You're always sure of 
best quality, best performance 
when the additives and 


inhibitors are labeled "'UOP”’. 


*Trademark 


® 
* 


Provides absolute protection 
from gum formation and TEL 
decomposition in stored gaso- 

. line. Gives one-fourth to three- 
fourths faster oxidation of 
malodorous mercaptans. Most 
economical, too. Five mole- 
cules of UOP #5-S protect and 
sweeten a million molecules 
of gasoline. Available in 55- 
gallon drums and tank truck 
or Car. 


UNIVERSAL OIL PRODUCTS 
® COMPANY 30 Algonquin Road, 


Des Plaines, Illinois, U.S.A. 
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Seminar—Purchasing Agents Association of Tulsa 
in conjunction with the University of Tulsa, 
Western Hills Lodge on Lake Gibson, Wagoner, 
Okla., Oct. 22-24. 


American Institute of Supply Associations—An- 
nual Convention, Roosevelt and Jung Hotels, New 
Orleans, Oct. 26-29. 


American Society for Metals—National Metals 
Exposition and Congress, Public Auditorium, 
Cleveland, Oct. 27-31. 


NOVEMBER 


National Electrical Contractors Association—An- 
nual Convention and National Electrical Exposi- 
tion, Adolphus Hotel, Dallas, Nov. 16-21. 
Instrumentation Conference and Exhibit — Bilt- 
more Hotel, Atlanta, Nov. 17-19. 


Society of the Plastics Industry — 8th National 
Plastics Exposition, International Amphitheatre, 
Chicago, Nov. 17-21. 


9th National Conference on Standards Hotel 
Roosevelt, New York, Nov. 18-20. 
National Retail Lumber Dealers Association—5th 


Annual Building Products Exposition, Interna- 


tional Amphitheatre, Chicago, Nov. 22-25. 


List Your Meetings 


Associations, societies, and 
committees interested in calling 
the attention of readers of Pur- 
chasing Week to their meetings 
are welcomed to use this column. 
The gathering should be one of 
interest to purchasing agents. 
There is no charge. 

Send announcements to: Meet- 
ings Calendar, Purchasing Week, 
330 West 42nd Street, New York 
36, N. Y. 


NATIONWIDE 
AVAILABILITY 


Chemiseal® 
“NYLON ROD 


for Screw Machine 
Products 


PROMPT SERVICE ANYWHERE. Thirty 
sales offices and warehouses of The 
Garlock Packing Company throughout 
the U.S. and Canada offer quick deliv- 
ery of any quantity, anywhere. See 
your phone book for nearest office. 


ASSURES PERFECT SCREW MACHINE 
PRODUCTS. Chemiseal Nylon Rod is 
guaranteed bubble-free by an im- 
proved technique employed exclusively 
in the world’s most modern plastics 
extrusion plant. Ends part rejections 
due to bubbles in stock. 


THE BEST COSTS LEAST. Chemiseal 
Nylon Rod, made from du Pont ZYTEL, 
not only offers the best mechanical 
properties and resistance to heat, 
chemicals, solvents, oils and greases— 
but is the lowest priced of the stand- 
ard nylon compositions. Write for 
literature. 


United States Gasket Company 
Camden 1, New Jersey 
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P.W. Roundtable Stars 
Chemical, Drug P.A.s 


The first of a series of 


PURCHASING 


WEEK conferences with 


top-level purchasing executives brought together a group of buyers 
from the chemical and pharmaceutical industries. These questions 


were discussed: 


1. What do you believe are the most effective ways to hire and 


train purchasing personnel? 


2. What can purchasing do to improve contracts in chemical 


buying? 


Although the conferees were drawn from two allied industries, 
many ideas were developed that easily adapt to purchasing every- 
where. The conference brought out these points: 

On hiring and training purchasing personnel. 

¢A candidate for a purchasing position should have these 
attributes: good judgment, integrity, well-rounded personality. 

¢ A combined business and technical background is ideal. 

e Trainees handle the problems of buying different products. 

On contracts in chemical buying. 

¢ Purchasing has lost considerable ground in its ability to obtain 


favorable contract features. 


@ Liability, force majeure, tax clauses cause most trouble. 
¢ Attempts to standardize contracts have met with little success. 
Excerpts from the conference record are reproduced below. 


P.W. Moderator: Do you look 
for any particular kind of back- 
ground? Engineering? Or, busi- 
ness administration? 


Mr. Polzer: The prime con- 
sideration is a chemical back- 
ground. The second  consid- 
eration is a man with some 


production experience. The third 
consideration is to have a well- 
rounded type of personality. 


Mr. D’Antonio: We feel that 
the most important thing is a 
business administration back- 
ground. In my opinion, the busi- 
ness administration is much more 
important than the engineering 
end of it because I think about 


80% of purchasing is law and 
accounting. 
P.W. Moderator: Chemical 


buying requires, I think, a certain 
amount of technical knowhow. 
How do these people pick this 
up? 

Mr. D’Antonio: We get a 
specification; and if it’s properly 
made out, purchasing should 
have no trouble buying it. In 
other words, if I want to buy an 
apple and it’s properly de- 
scribed, I can buy it. Whether 
I am buying an apple or a loco- 
motive, | don’t think it makes 
too much difference. There, | 
think the buyer’s knowledge of 
who is the best supplier in that 
field—that is, not the best single 
supplier, but fully qualified sup- 
plier to get competitive bids from 
—is the most important thing 
for him to know. 


Mr. MacBurney: | want to 
know what kind of a man he is 
and there is only one way to find 


“ |. . primary consideration is a 
chemical background.” (Polzer) 


that out and that’s in a personal 
interview. I want to know what 
his thinking is. I want to know— 
what does he want to get out of 
purchasing? I very rarely find 
a good technical man who is 
also a good chemical purchasing 
man. In ali of our dealings, we 
have put emphasis on the per- 
sonal attributes of the man and 
tie that in with his background. 


Mr. Pauley: I think you will 
find that in most larger com- 
panies, at any rate, a fellow who 
has a responsible job in purchas- 
ing is almost invariably a tech- 
nical man or has a good tech- 
nical grounding. You have to 
match wits with a man who has 
a technical background. I think 
if the fellow across the desk has 
a technical background, it’s a 
pretty important thing that you 
have one too. ; 


Mr. MacBurney: I think we 
should define this word “techni- 
cal.” I listed it down here as a 
practical background. 


Mr. Pauley: | think the com- 
bination of a technical back- 
ground and economics or busi- 
ness administration are an 
unbeatable combination . . . not a 
technical background in a hair- 
splitting or I-dotting or T-cross- 
ing sense—a fellow who knows 
the “building blocks” of the 
chemical industry. If you don’t 
know how a certain thing is 
made, you might feel the price 
of this thing is going to be dic- 
tated pretty much by the cost of 
production. But, if you know a 
simple thing like such and such 
a commodity—say muriatic acid 
—is a by-product. Well, auto- 


“I would like to disagree with 
George Poizer.’’ (D’Antonio) 
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WHO WAS THERE—Joseph Cohn, senior editor P. W. 
and moderator (lower left); stenotypist; F. D’Antonio, 
Charles Pfizer; G. Polzer, WITCO Chemical; M. D. 
MacBurney, Plastics and Coal Chemicals Division, 


matically that’s a _ tipoff that 
maybe the price of this muriatic 
acid is not a sacred thing because 
it’s a by-product. 


Mr. MacBurney: | like to get a 
fellow that has had some plant 
experience. 


Mr. Pauley: On the other hand, 
[ put a lot of emphasis on knowl- 
edge of markets. Purchasing just 
comes down to a question of 
spending money efficiently. I 
think if a fellow has a technical 
background, not a_ laboratory 
test tube sort of thing, but if he 
has a technical background, he 
can make better judgments of 
what chemical commodities are 
going to do marketwise. 


Mr. D’Antonio: | think we are 
all saying the same thing in a 
different way. A_ well-rounded 
man with business administration 
has these other educational 
qualifications to the extent I 
think he needs them. 


Mr. MacBurney: Well, they 
are hard to find. (Laughter) 


Mr. Polzer: I think we all 
know what we want, but what 
we get are two different things. 
I agree wholeheartedly with Mac 
(MacBurney). I'd like to judge 
an individual on his personality 
characteristics. 


Mr. MacBurney: Our policy is 
we take men from the inside. 
We encourage these young fel- 
lows to go visit our plants. We 
arrange for that. During that 
period we can discover the prima 
donna. It’s a good idea to get 
rid of him in a hurry. 


Mr. Ferris: We attempt to pick 


“ .. technical and business back- 
ground is unbeatable.’ (Pauley) 


Purchasing f¥ CCK 
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recording; 


|—What do you believe are the most effective ways to hire and train purchasing personnel ? 


our man from inside—either a 
good chemical foreman, produc- 
tion control man, or, a man who 
has worked closely with produc- 
tion. I am inclined to agree with 
Frank (D’Antonio) that a certain 
amount of chemical background 
or engineering background is 
good, but, basically, they are in 
there to spend a dollar wisely and 
arrange a good contract. 


Mr. MacBurney: Well, if we 
can instill in our people that the 
salesmen are their best friends, 
then they are going to accom- 
plish something in their buying. 


Mr. Ferris: I jotted down a 
few personal attributes which we 
look for. They are good judg- 
ment, integrity, good appearance, 
personality, ability to meet peo- 
ple which, of course, ties into 
his public relations ability, good 
habits, loyalty, and a_ well-bal- 
anced personality. 


P.W. Moderator: This seems 
to have brought out a good pro- 
file. I think we ought to swing 
possibly into what you do with 
them when you get them, how 
you prepare them for top posi- 
tions within the purchasing de- 
partment. 


Mr. D’Antonio: After they be- 
come buyers, we try to rotate 
them. In other words, if a chap 
buys chemicals exclusively, we 
put him maybe on maintenance 
repair operating supplies, perhaps 
on machinery and equipment to 
broaden him. Because, after all, 
the top man has to be somebody 
who knows how to buy every- 
thing. 


Mr. Ferris: How does that 


“Il want to know what his think- 
ing is.” (MacBurney) 


Allied Chemical; 
John Baxter, 
P.W.; H. Pauley, Jr., American Cyanamid; Ray Bar- 
nett, chief editor P.W.; O. Ferris Schering. 


L. W. Nelson, P. W. in charge of 
assistant feature editor 


switch-over work out? 


Mr. D’Antonio: It’s very con- 
fusing for a month or two, but 
like all things, I think after six 
months or so you benefit by it. 
A buyer adjusts himself to all 
types of salesmen. One of the 
most important abilities a buyer 
has is to adjust himself to the 
salesman whether he likes him 
or not. 


Mr. Pauley: Don’t you think 
though that relying on salesmen 
for information is certainly one 
of the best sources of intorma- 
tion, but, at the same time, on 
some of your bigger items, | 
think you want to feel comfort- 
able talking about the big items 
you buy—feel you know as 
much as he does about them. 


Mr. MacBurney: I agree with 
you. You don't depend on the 
salesman. But they are looking 
for sales; and if they can reveal 
an idea to you, something might 
come out of it. 


Mr. Pauley: I think maybe 
why George (Polzer) and I lean 
a little bit towards this techni- 
cal man is that on the big items 
I think we like to feel we are in 
the same league as the salesmen. 


Mr. MacBurney: Preparation 
for top purchasing positions is 
quite a difficult job for most 
companies. The key to it all is 
the ability to delegate authority 
to him and leave him alone. Let 
him make his mistakes. He'll 
learn. 


Mr. D’Antonio: We have a de- 
centralized operation, and we 
have purchasing agents with com- 
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well-balanced personality 


sells your company.” (Ferris) 
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plete authority to act more or less 
on their own. And, there, out of 
those fellows, we hope to get 
somebody to succeed to the top. I 
think that is going to work. 

P.W. Moderator: How are 
these trainees informed _ that 
they are being trained for a bigger 
job? 

Mr. Polzer: I think that you 
let those people know by in- 
ference that you are pleased with 
what they are doing. “We're go- 
ing to ask you to make certain 


moves. We can’t tell you to take 
them or turn them down.” But 
I think you sort of have to infer 
that all of these moves that you 
are asking people to make are 
primarily aimed at their develop- 
ment; even though some of the 
moves may be sidewise moves at 
the time, they are ultimately go- 
ing to lead to recognition in the 
top positions. It’s the hardest 
thing in the world to do. 


Mr. MacBurney: We actually, 
in our staff meeting, tell these 


fellows that that’s what we hired 
them for. We tell them, “We 
can’t promise you anything, but 
keep your nose to the grindstone, 
and when an opportunity comes, 
we guarantee we are going to 
take a look at you.” We give 
them that much commitment. 


Mr. D’Antonio: We have a 
policy of appraisal review at 
least once a year in which each 
employee’s past performance is 
reviewed in detail. During these 
discussions we can make sugges- 


Il—What can purchasing do to improve contracts in chemical buying? 


tions to them like, “You’re buy- 
ing chemicals,” let’s say, “and 
you haven't got the chemistry 
background.” We suggest they go 
to some night school and improve 
their knowledge of chemistry. 


Mr. MacBurney: Do you offer 
to help them on that? 


Mr. D’Antonio: That’s right. 
We even have an educational as- 
sistance plan that provides for 
tuition and laboratory reimburse- 


ments up to $240 per year for 


employees taking useful courses 
in recognized colleges or courses 
in other approved educational 
institutions. 


Mr. MacBurney: | think we 
should put a plug in here for the 
purchasing agent association. 
We train these young fellows. 
We want them. We insist that 
they participate in association ac- 
tivities, forums, meetings, and 
pay for the seminars that the 
association makes available to 
them. 


“We have been lulled into a 
security . ’  (MacBurney) 


Mr. MacBurney: | think the 
purchasing agent has lost a great 


_deal of his inherent ability to 


have written into contracts that 
which is needed to make a good 
purchasing agreement. I think 
we have been lulled into a sense 
of security or something by the 
fact that we have come through 
a period when you would sign 
anything to get some material. 
But today it’s different. I think 
the purchasing agent has got to 
get back to the basis where he 
must realize it’s his company’s 
money he is spending. 


Mr. D’ Antonio: It’s almost im- 


WHERE-TO-BUY 

Not re) > 1s ng se ; + 
equipment services c 1 merc se 

SPACE UNITS: 1-6 inches 

RATES 
insertion 
Subject 


cash 
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request 


and 2°¢ 


$17.15 per advertising inch 
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Giscount 
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commission 


CHEV. & FORDS — BUY DIRECT 
Factory delivery. Save freight and middie 
man. Trades accepted. Get our prices on 
trucks and special equipment, new and used, 
AND Chev. Impala $2159. 
Write, phone or wire 
Detroit Automotive Buyers Service 

14201 Joy Road Detroit, Mich. 

Ti 6-6200 


COMPLETE 
SEWING FACILITIES 


Pads, mattresses, cushions, premiums, covers, 
new items, etc. All types of sewing work, 
stuffing, packaging. EV ergreen 9-6600, NY 


CWW-8184, Purchasing Week 


Class. Adv. Diy., P.O. Box 12, N.Y. 36, N.Y. 


OPTICS FOR INDUSTRY! OPTICS FOR THE SPACE ERA! 


Giant $ REE CATALOG, 


OVER 1,000 OPTICAL BARGAINSI 


Comporotors * Micro: ° 


Magnifiers e 
. . many Cost-Cutting, Quality Contre! Aids E = 
Astronomical Telescopes * Satellite Scopes }4? 
to See the Wonders of Space! 
REQUEST FREE 80-PAGE CATALOG EB 


EOMUND SCIENTIFIC CO. BARRINGTON NEW JERSEY 


This WHERE-TO-BUY section is o 
special classification for adver- 
tisers desiring advertising of new 
equipment, services or merchan- 
dise in space units smaller than 
the minimum run ef boek dis- 
play space. Space is available 
in this section in units frem ene 
to six inches. Fer low rates, 
Write: 
PURCHASING WEEK 


POST OFFICE BOX 12 
NEW YORK 36, NEW YORK 
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“Can’t make a contract cover all 
conditions.” (D’ Antonio) 


possible to make a contract and 
cover all conditions. Certain com- 
panies are going to put clauses in 
their contracts that they like. And 
no matter what you do, you’re 
not going to get them to take 
them out. 


Mr. MacBurney: You can 
whack away at them though. 


Mr. D’Antonio: Yes, I think 
the only reason that the chemical 
industry writes a careful contract 
is to protect itself, and I think 
we, as buyers, have to make 
sure that whoever we do business 
with makes a profit. 


Mr. Polzer: I think what we 
have to do is to classify contracts. 
The general chemical industry 
contract as it is referred to today 
is just an agreement to sell and 
an agreement to purchase. It 
covers various items that you 
need in rather small percentages 
as compared to what the overall 
industry consumes. Those con- 
tracts are just very loosely put 
together. They are intents to sell 
and to purchase more than any- 
thing else. 

Then you get into the area 
where one is a large consumer, 
and I mean a large consumer of a 
given commodity, a single cus- 
tomer purchasing 10 to 20% of a 
given market. When you come 
down to talking contract with a 
potential requirement of that na- 
ture, you are now in the area 
where you draw something a lot 
more specific and a lot more 
binding and put a lot more 
thought to what the terms of that 
contract are going to be. 

Then you get into a real ma- 
jor consideration when you are 
considering a long-term  con- 
tract, which is altogether dif- 
ferent from your general type of 
contracts. You write things into 
them which are fair, but, at the 
same time, the responsibility is for 
the manufacturing company to 
sell. As a result, if there are any 
major risks involved, (and there 
are a certain number of risks) it 
should weigh a little bit more 
heavily on the selling side than 
on the purchasing side. 


P.W. Moderator: What spec- 


4a 


. .. there’s a lot of education 
yet to be done.” (Polzer) 


ifically is in a purchasing contract 
that causes the most difficulty or 
creates inequities as far as you 
as a buyer is concerned? 


Mr. Pauley: Probably _per- 
formance. 

Mr. Polzer: A lot of com- 
panies have a force majeure 


clause which is strictly one way, 
Strictly protection for the seller. 
A lot of people don’t insist that 
the force majeure also apply to 
their inability to take as well as 
the inability of the seller to ship. 
Other clauses purchasing people 
do not pay too much attention 
to are the tax clause and the 
liability clause. 


Mr. D’Antonio: About three 
years ago, I believe, the Manu- 
facturing Chemists Association 
had a wonderful idea—I think 
they ran into a lot of road blocks 
to try to standardize a so-called 
chemical contract. I would say 
60% of the contract could be 
the same. 


Mr. Polzer: There is a lot of 
education to be done. I think 
most purchasing people have 
been lax in not knowing and 
understanding the terms, and 
they should begin to do it more 
specifically because that one-out- 
of-a-million occasion might come 
up and it will cost a lot of money. 


Mr. D’Antonio: Don’t you is- 
sue contracts that state you have 
the right to buy elsewhere? 

Mr. MacBurney: If a man has 
a lower price, he ought to give it 
to me not to somebody else. If 
somebody comes in and offers 
me a lower price, I want to buy 
it from him. 


Mr. Ferris: We have been talk- 
ing about run-of-the-mill items. 
What do you do if you are hav- 
ing it specially manufactured for 
you? In those cases, I draft a 
contract and clear it through our 
legal department. It is surpris- 
ing on a special contract how 
much more you can read into 
it to protect yourself. 


Mr. Polzer: I agree with you. 


Mr. Ferris: Is there any ad- 
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. separate contract custom- 
ers from spot boys.” (Pauley) 


vantage in having a contract? 


Mr. Polzer: The one advantage 
you have is when the govern- 
ment is going to decide alloca- 
tions of certain commodities as 
has been done before. These 
contracts are valid and honored 
by government agencies; whereas 
spot purchases have not been 
given consideration in the past. 


Mr. Ferris: Assume that you 
have been fair with suppliers 
and you’ve been working with 
contracts in a buyer’s market and 
something happens to tighten 
these markets. If you have good 
relationships with your suppliers, 
I believe, in most cases, that con- 
tracts can be arranged. 


Mr. Pauley: A supplier sepa- 
rates the contract customers from 


“Is there any advantage in hav- 
ing purchase contract?” (Ferris) 


the spot boys. When things get 
rough, I am sure he treats his 
former contract customers dif- 
ferent. 


Mr. MacBurney: Well, let me 
ask you this. If that’s the case, 
why doesn’t the contract customer 
get a better price? 


Mr. Pauley: Legal considera- 
tions. 


Mr. Polzer: For some com- 
modities there is a contract price 
and a spot price. 


Mr. Pauley: I think that no- 
body wants to write a loose or 
sloppy contract. After all, most 
outfits want repeat business, year 
after year, probably so that their 
long term interest would dictate 
that they give you a pretty good 
deal. 


EASTMAN 
HIGH PRESSURE LEADERS 


All available in sizes from 4’ thru 2” 
375—5000 PSI working pressures. 


Permanently attached 
Male. (NPTF) for 1, 2, 
& 3 wire braid hose— 


also 4 spiral wire. ber cover hose. 


Permanently attached 
Male Flare (JIC) for 1, 
2, & 3 wire braid rub- 


EASTMAN FLUID POWER LINES 


DESIGNED 
and DEVELOPED 
Ay4 ENGINEERS 


{pv ENGINEERS 


Many leading original Equip- 
ment Manufacturers submit 


Reusable Swivel Fe- 
male for rubber or 
cotton cover hose. 
Full line available. 


& 2 


Bent Tubing designed to your specifi- 


cations. Submit your blueprints or 
call on Eastman Engineering. 


Eastman Automotive Air Condition- 
ing and Power Steering Assemblies 
for major automotive manufacturer. 


Clamp Coupling with 
Split Flange Stems for 
l wire braid 
rubber cover hose. 


their original specifications for 
their initial quotation to 
Eastman because: 


@ Eastman, “First in the 
Field,” offers unequalled 
experience in laying out 
fluid power lines. 


@ Eastman’s cooperative 
engineering counsel is 
highly respected by all 
OEM's in the trade. 


@ Eastman is recognized for 
quality of materials and 
workmanship—design and 
engineering. 


Let EASTMAN recommend 
the best assembly... for the 
best performance ...at the 


lowest cost. 
for New 
Eastman = 
Bulletin a 
No. 347 a 


Eastman MANUFACTURING COMPANY 


Dept. PW-7B, Manitowoc, Wisconsin 
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Grinding Head 
Adjusts Without Stopping 


Grind-A-Matic is an air-tur- 
bine grinding head with a radial 
feed which can be adjusted with- 
out stopping the machine. It can 
be mounted on a jig borer, bor- 
ing mill, lathe, milling machine, 
drill press, or other comparable 
machine tool. Grind-A-Matic is 
good for close-tolerance tool- 
room work on dies and fixtures. 

Price: $890 (basic unit). De- 
livery: 2 wk. 

Threadwell Tap 
Greenfield, Mass. 


& Die Co., 
(7/14/58) 


Acoustical Booth 
Scientifically Designed 


Acoustical booth provides quiet, accu- 
racy, and privacy of communications in 
even the noisiest locations. Hush-a-Booth 
blocks and absorbs extraneous noises be- 
cause of its acoustically engineered con- 
struction. Its quiet interior seals in con- 
versation and blocks out noise. Booth 
can be used as a housing for telephone 
or intercom equipment. It provides a 
quiet area for data-taking and other work 
requiring concentration or privacy. 
Price: $99.50 (without sliding directory 
tray) add $15 (tray). Delivery: immedi- 
ate. 

Kortund Co., Inc., 48-19C 32nd. PI., 
Long Island City 1, N. Y. (7/14/58) 


Safety Goggle 


Is Splash-Resistant 


Safety goggle 710 is for protec- 
tion against splash, spray, and im- 
pact exposures. Goggle is indirectly 
ventilated. There are no vents in 
frame or holes in lens. Goggle frame 
is molded from clear vinylite plastic 
which is non-irritating and non-toxic. 
One-piece lens is made of impact-re- 
sistant acetate and is available in 
clear or green. Lightweight goggle 
has wide-angle vision. 

Price: $4 to $3 (depending on 
quantity). Delivery: immediate. 

American Optical Co., Safety 
Products Div., Southbridge, Mass. 
(7/14/58) 


Centerless Lathe 


Turns All Type of Metals 


Model 901-1750 Turnomat is 
a multipurpose precision center- 
less lathe for fast, one pass, one 
plunge cut turning of all types 
of metals, plastics, etc. Model 
automatically produces work 
pieces of long lengths, tapers, and 
contours with fine machine fin- 
ish, to within tolerance of 0.0005 
in. or better. 

Price: $9,875 (base price). 
Delivery: 3 to 4 mo. (depending 
on tooling setup required). 

Taber Instrument Corp., 111 
Goundry St., N. Tonawanda, 
N. Y. (7/14/58) 


Here's your weekly guide to... 


— 


Overload Detector 


Completely Automatic 


Circuit Master Mark III system con- 
sists of a complete electronic control 
center, a mechanical “no-contact” sens- 
ing unit and the circuit connection box. 
On first contact with an overload caused 
by pile-up, sudden thickness variation, 
jam, improper feeding or other mal- 
function, the sensing unit relays an im- 
pulse to the electronic control unit which 
activates the clutch solenoid. This stops 
the press immediately before the die can 
strike again. Mark III requires no ad- 
justment at any time and protects the 
entire die. It is designed for power 
presses using flattening, forming, coin- 
ing, and similar operation. It may be 
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Wrapping Machine 
For Weld Sealing 


Model 475 weld-seals un- 
supported polyethylene and 
other soft plastic films in 
speeds up to 75 packages 
per min. Machine may be 
furnished with either end- 
fold or underneath-fold, ac- 
cording to merchandising 
needs, and with a variety of 
accessories. 

Price: $15,000 to $20,000 
(depending on accessories). 
Delivery: 442 to 6 mo. 

Battle Creek Packaging 
Machines, Inc., Battle Creek, 
Mich. (7/14/58) 


Automatic Hopper 


Speeds Feeding Of Small Parts 


Open-type oscillating hopper is capable 
of feeding pre-selected quantities at about 
125 pieces a min. It is ideal for packag- 
ing parts in small quantities. Hopper 
track will accommodate one-and-a-half 
cartridge loads of screws, or about 90 
+8 screws. Slight modification of tracks 
permits automatic loading of screws, 
rivets, and other small items. Hopper is 
powered by a 's-hp_ gear-reduction 
motor, 115 to 230 v., 60 cy., single 
phase, 1,725 to 29 rpm. 

Price: $400. Delivery: about 2 wk. 

Power Tool Div., Ilinois Tool Works, 
2501 N. Keeler Ave., Chicago 39, Ill. 
(7/14/58) 


adapted to any press equipment where 
the closed position of the dies are fixed 
or of consistent shut height. Buckling, 
end-of-material and misfeed attachments 
will also control the press through the 
electronic Circuit Master. Motion sens- 
ing transducer unit is a mechanical time 
delay switch without moving parts ex- 
cept for a miniature piston operating in 
a motion-resisting fluid, and an outer 
floating contact point. Standard sensing 
unit after being compressed has a rate 
of rise of about 0.001 in. per sec. Cir- 
cuit Master can be used as self-leveling 
switch wherever application calls for 
normally-closed switch. 

Price: $149. Delivery: immediate. 

Wintriss, Inc., 20 Vandam St., New 
York 13, N. Y. (7/14/58) 


Portable Computer 
Evaluates Metal-Cutting Conditions 


Kennametal Cutmeter makes possible 
the evaluation of metal cutting conditions. 
Cutmeter puts into convenient form the 
relationships of feed, depth of cut, power, 
etc. which have been established through 
metal cutting research. Practical feeds and 
speeds for starting a job are quickly ob- 
tained by direct setting of the dials. 
Charts are provided for adjusting to un- 
usual conditions. Cutmeter can be used 
also for machining practices on new op- 
erations. 

Price: $225. Delivery: 4 wk. 

Kennametal, Inc., 700 Lloyd Ave., 
Latrobe, Pa. (7/14/58) 
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Hydraulic Pump 


Automatically Holds Preset Pressure 


Pump ANP 811 incorporates radial rolling 
pistons. When adjustable preset pressure 
is reached on applied work, the control 
hydraulically reduces the pump volume to 
slip stroke to save input power, reduce heat, 
and hold the pressure. The pump features 
balanced flat valve (port plate) for controlled 
oil film between working surfaces, separate 
wear plates, integral adjustable volumes, and 
pressure unloading control. ANP 811 has one 
piece cylinder and shaft, bearing type slide- 
block, and anti-friction bearings. It may have 
clockwise or counterclockwise rotation. 

Price: $434. Delivery: 8 wk. 

Oilgear Co., 1570V West Pierce St., Mil- 
waukee 4, Wis. (7/14/58) 


Precision Boring Head 
Automatic Retraction or Feed-Out 


Precision boring head can either finish 
bore a hole on the withdrawal stroke 
Or retract its tool-bit to prevent mark- 
ing of the finished bored hole as the 
head is withdrawn. Retraction and feed- 
out are handled automatically without 
interrupting the machine cycle or stop- 
ping the machine spindle from rotating. 
Principle of adjusting the tool-bit for 
wear without loosening or tightening any 
parts is applied. Adjustments as fine as 
Q.Q001 in. are made in seconds. 

Price: from about $300 (for conven- 
tional sized head). Delivery: immediate. 

Briney Mfg. Co., 1165 Seba Rd., Pon- 
tiac, Mich. (7/14/58) 


Flash Welder 


Hydraulic Unit 


The 400 kva., F5 automatic 
flash welder flash welds hot-rolled 
steel rings 3/8 in. thick up to 
8 in. wide, also flat stock. Air- 
operated alligator-type clamps 
provide necessary clamping force 
to hold work. Upset force of 
about 38,000 Ib. is derived from 
a double acting hydraulic cyl- 
inder. Unit includes an electrical 
control panel with all necessary 
relay and timers. 

Price: $34,491. Delivery: 12 
to 14 wk. 

Federal Machine & Welder 
Co., Warren, Ohio (7/14/58) 


High-Lifting Units 
Each Lifts 4,000 Lb. 


High Lift pallet truck, 
right, is designed to handle 
single-face pallets. High Lift 
platform truck, left, has plat- 
forms in lengths from 36 
through 60 in. Both units 
have articulated drive unit, 
which raises, lowers 3 in. to 
compensate for uneven floors. 

Price: about $3,500 (pal- 
let), $3,200 (platform). De- 
livery: 30 to 45 days. 

Industrial Truck Div., 
Clark Equipment Co., Bat- 
tle Creek, Mich. (7/14/58) 
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Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


Product Perspective 


JULY 14-20 


There’s always something new and different. At first glance maybe the 
new things don’t seem to hold much promise. But conditions change, and 
you really can’t tell when today’s curiosity may be tomorrow’s salvation. 


The developments described below are by no means curiosities. They're 
all part of today’s changing industrial scene. The point is you don’t stop 
learning, and you can’t stop looking. 


Miniaturization of electronic components is headed for an extreme. An 
Institute of Radio Engineers conference heard Army Signal Corps engineers 
talk about packing as much as 1-million components in a single cubic foot 
of mobile electronic equipment. No new revolutionary concept is expected. 
The Signal Corps hopes to pull together the many miniaturization techniques 
already in use by the electronics industry. Some of them already permit part 
densities of 700,000 parts per cubic foot. 


The Signal Corps’ ultra-miniaturization is based on tiny ceramic wafers. 
The different electronic parts—tresistors, condensers, transistors—are built 
right into the wafer. The wafers are then stacked, one on top of another, 
to form a circuit. Engineers say the design could lead to the use of the throw- 
away repair concept. 


You'll find miniaturization on a more mundane plane, too. The ordinary 
home TV is due to shrink in size. A new short-neck TV picture tube will 
soon be ready for use. Along with printed circuits and transistors, the tube 
would let designers fit an entire TV into an overnight suitcase. 


A new line of precision ball bearings takes less space than conventional 
bearings having the same bore size. They are designed for use in instruments 
and are available in %, 4%, %, and % in. bore sizes. Outside diameters 
are only 4 in. greater. Each bearing is ;°5 in. thick. Split Ballbearing Div. 
of MPB, Inc., Lebanon, N. H., makes the new bearings. 


There’s still more miniaturization in the works. Saginaw Steering Gear 
Div., General Motors Corp., has come up with a ball-bearing screw actuator 
whose ball-circle diameter is only ;*; in. Efficiency is 90% or better. The 
actuator can position parts to within 0.0005 in. per inch of screw travel. 


Anybody with plenty of large-size piping and pipelines should take a good 
look at Tracerlab, Inc.’s, new service. Pipelines are periodically cleaned 
internally with a “go-devil” scraper. Trouble is sometimes the “go-devil” 
gets lost inside a pipe, and nobody knows where. 


Tracerlab marks the “go-devil” with a radioisotope—cobalt 60. If the 
“go-devil” gets lost, a gieger counter will find it even if the pipe is under- 
ground as much as 4 ft. 


The company offers a kit and a course for $1,500. The kit includes a cobalt 
60 source and container plus measuring and handling equipment. The course 
lasts three days and shows the user how to handle the kit. Tracerlab points 
out that hiring an outside technician to do the same job would cost more than 
$125 a day. 


Radioisotopes may provide a new kind of light source in the future. Radia- 
tion put out by certain isotopes is being tested as a way to excite phosphors 
into giving off light. Most of the current work centers on gaseous isotopes 
for producing high brightness levels. Some product applications include: safety 
markers, signs, instrument scale illuminators, railroad switch lamps, photocell 
activators. 


Better cutting processes for wood can come from research. University of 
Michigan wood engineers say the new processes could produce better prod- 
ucts at lower costs for the furniture and pulp industries. 


Engineers have come up with an equation for setting best cutting angle on 
cutting tools. The equation takes into account the kind of wood, grain, 
moisture content, angle and velocity of cutting blade, friction at the chip-tool 
interface, and chip thickness. Studies of chip formation provided the infor- 
mation on which the equation was based. 
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Profitable Reading for P.A.'s 


“Reading Maketh a Full Man’—Bacon 


Gas-fired winter air-conditioner 
is described in data sheet. Also 
offered is a chart giving engineer- 
ing data and specifications. The 
572 series is designed for fast, 
economical installation. Copies 
are available from Thatcher Fur- 
nace Co., Garwood, N. J. 


SAFE-FLEX high-speed _ steel 
band saws are described in bulle- 
tin No. 1069. It gives recom- 
mendations for use and specifica- 
tions covering the blade sizes and 
pitches available in hook-tooth, 
regular and_ skip-tooth types. 
Copies can be obtained by writ- 
ing The L. S. Starrett Co., Athol, 
Mass. 


Sling chains are described in 28- 
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page catalog, No. DH-105. The 
catalog lists such points as: or- 
dering information, safety factors 
to consider when ordering sling 
chains, specifications, care, table 
of wear and inspection proce- 
dures. Recommended working 
load limits are indicated for these 
proof-tested chains and attach- 
ments. Bulletin is available from 
American Chain Div., American 
Chain & Cable Co., Inc., York, 
Pa. 


Metal-stamping facilities are de- 
scribed in illustrated booklet. Fa- 
cilities permit company to supply 
a wide variety of stamped parts 
ready for use. Booklet lists com- 
pany 's equipment, shows the kind 
of operations it can _ perform. 
Booklet can be obtained from 
Worcester Pressed Steel Co., 100 
Barber Ave., Worcester 6, Mass. 


Universal electronic recorder is 
described in bulletin-specification 


Sheet. It includes details on the 
available two types of electronic 
receiver units (slidewire and dif- 
ferential transformer types), di- 
rect pressure and temperature 
receivers, universal amplifier, in- 
tegrator and accessories. Copies 
can be obtained by writing Hays 
Corp., Michigan City, Ind. 


QO circuit breakers for residen- 
tial, institutional, commercial. 
and industrial applications are 


described in 16-page bulletin, 
No. SD-100. Bulletin is available 
from Square D Co., 6060 Rivard 
St., Detroit 11, Mich. 


Miniature lampholders for 2-pin 


lamps, with varied mounting 
brackets are illustrated in data 
sheet. Thirteen such combina- 


tions are illustrated. Copies can 
be obtained from Drake Mfg. Co., 
1711 West Hubbard St., Chicago 
22, Ill. 


It’s your move... BUT PLAY SAFE! 


SELECT GARLOCK MOLDED AND 


EXTRUDED 


RUBBER PARTS 


FOR ASSURED QUALITY 


You can be sure of consistent high quality when you 
specify Garlock molded and extruded rubber parts. 
Why? Because Garlock has broad experience in com- 
pounding natural and all synthetic rubbers including 
silicone. Whether your problem involves temperature 
extremes, difficult liquids or gases, compression set, 


THE GARLOCK PACKING COMPANY, Palmyra, N.Y. 


For prompt service, contact one of our 30 sales offices and warehouses throughout the U.S. and Canada, 


(sz RLocx 


abrasion, or tear resistance—Garlock engineers can 
recommend a material and design best suited for the 
job. Moreover, Garlock manufacturing facilities are 
available for large quantity production of molded and 


extruded parts. 


Molded and Extruded Rubber Products are another 
important part of “‘the Garlock 2,000” .. . two thou- 
sand different styles of Packings, Gaskets, and Seals 
for every need. The only complete line. That’s why you 
get unbiased recommendations from your Garlock repre- 
sentative. Call him today, or write for Folder AD-147. 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Producis 
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(Continued from page 1) 
to the general business cycle and rate of industrial activity. The 
type of inventory also is important. 

For instance, inventories of purchased materials often lag 
behind the production indicator, conforming much less closely 
to general business swings than stocks of goods in process. Pur- 
chased materials can pile up as production lines slow and con- 
sumption sinks. Then when production revives, consumption is 
faster than replenishment. 


The same for finished goods inventory. When sales start falling, 
this stock level rises for a while. It also falls when sales start 
moving in the opposite direction. 


If you are looking for a more relaxed vacation, note some of 
these encouraging signs which brighten the current outlook: 

e The industrial production index, up a point in May after a 
winter-long decline, is expected to continue the advance, if only 
a point at a time. 

¢ Both employment and unemployment went up last month 
but the latter was no where near the 6 million figure widely pre- 
dicted earlier. 

¢ Personal income is higher and appears headed still upward. 

© Private housing starts have climbed with FHA-VA _ mort- 
gage committments up sharply. 

¢ Contract awards for heavy construction have been increasing 

¢ Key commodity prices have firmed after a 12 year decline. 

There are some exceptions, of course, but the point is that it 
appears a definite start for a bigger push in the fall has been 
made. 

+ * * 


Is a 1959 model car on your personal purchase list for fall? 
Well, Detroit is making every effort in the face of many unknowns 
to hold its price line. Among major factors still to jell are cost 
of a pact with Walter Reuther and price plans of steel-makers. 


Effect of small car demand and apparent backfiring of the theory 
of planned obsolenscence for the normal Detroit product also are 
clouding the pricing process now going on. 

From a public relations standpoint, auto-makers feel an 
increase of even $10 per car would be bad. 


N.Y. P.A.s Name 
Romanse Head 


New York—The Purchasing 
Agents Association of New York 
has elected F. Stan Romanse, of 
Babcock & Wilcox Co., as presi- 
dent to succeed David S. Gibson 
of Worthington Corp. 

Installed with Romanse at the 
association’s June meeting were 
George W. Baker, of the Port of 
New York Authority, first vice 
president, and Gailon C. Fordyce 
of American Cyanamid Co., as 
second vice president. Lewis A. 
Norris of New York Stock Ex- 
change was re-elected treasurer. 


Board of Directors Chosen 


Elected to the board of di- 
rectors were Charles B. Adams, 
General Electric Co.; Robert 
Unger, Dragon Cement Co.; and 
Michael D. MacBurney, Barrett 
Division, Allied Chemical Corp. 

A member of the association 
since 1947, Romanse served two 
terms on the New York group’s 
board of directors and was sec- 
ond vice president in 1956-57 
and first vice president during 
the past year. 

The New York group’s final 
meeting of the 1957-58 season 
featured a discussion of purchas- 
ing education by Dr. J. H. Hoag- 
land, who declared that college 
level courses for purchasing are 
greatly outnumbered in compari- 
son to courses offered students 
seeking training in other compar- 
able professions. 
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Out of more than 1,500 col- 
lege catalogs checked, only 175 
listed courses in purchasing, 
Hoagland said. 

Hoagland, who conducts pur- 
chasing courses at Michigan 
State, compared this to 283 col- 
leges providing courses in real 
estate, 464 in general insurance, 
259 in sales management, 227 in 
salesmanship, 552 in personnel 
management, 368 in office man- 
agement, 736 in cost accounting, 
and 538 in auditing. 

Hoagland urged purchasing 
executives to advance the cause 
of purchasing education by “get- 
ting good educators’. 

“You will never succeed with 
purchasing agents teaching pur- 


chasing courses in colleges,” 
Hoagland said. He urged the 
N.A.P.A. to encourage college 


professors to join local purchas- 
ing organizations. 


Hoffa Transport 
Empire Attacked 


(Continued from page 1) 
Hoffa seeks to unite, the railroad 
brotherhoods, expressed definite 
chilly reaction to the idea. One 
member of the U.S. Senate’s 
Special Investigation Committee 
likened the proposed combine to 
a “monopoly.” And the commit- 
tee counsel, Robert F. Kennedy, 
said a super transport union 
headed by Hoffa was potentially 
more dangerous than all “the 
Mafia and secret criminal organ- 
izations combined.” 


Combine Is Hofta Favorite 


The transportation combine is 
a favorite brainchild of Hoffa, 
who is just beginning to move 
as president of the giant trucking 
union after winning a third court 
challenge to his union leadership. 
The latest verdict has left him 
free to start some ambitious plans 
for the Teamsters. 

This first goal may be the big- 


gest of them all. What Hoffa 
eventually sees is a group of 
transportation unions that can 


effectively join up in a_ united 
front to face transportation man- 
agement—in maritime, trucking, 
air, and rail. This, of course, 
would affect the hauling of all 
goods, not only shippers but com- 
panies that use their services. 

Hoffa started his campaign 
about a week ago with a call to 
the 50 unions to attend a late 
August conference on transpor- 
tation unity. The meeting will 
cover not only individual union 
goals with employers but their 
own internal problems. 


Jurisdiction on Agenda 

The matter of jurisdiction is a 
key one on the agenda. Many of 
the transport unions have been 
fighting over jobs. Hoffa’s major 
triumph to date is to persuade 
several of these scrapping water- 
front unions to join in_ the 
conference, an accomplishment 
which counteracts to some extent 
the expected opposition of the 
A.F.L.-C.1.0. and the rail broth- 
erhoods to his plan. 

The conference call was issued 
by the Teamsters along with the 
International Longshoremen’s 
Association and National Mari- 
time Union. These three agreed 
to try and settle their job fights 
and also won a pledge to attend 
from Paul Hall of the Seafarers 
International Union, long a bitter 
rival of Joseph Curran’s N.M.U. 

What other unions will join the 
conference still isn’t clear. But 
they all are invited, including the 
rail brotherhoods and the airline 
pilots. 


Mack Trucks of Canada 
Buying Tires at Home 


Toronto—Mack Trucks of 
Canada Ltd. is now buying truck 
tires from Canada instead of the 
United States. The company buys 
truck tires in Canada, ships them 
to the U.S. where the trucks are 
produced, and ships the trucks 
back to Canada for sale. 

D. C. Gaskin, executive vice 
president and general manager, 
stated that “iast year our trucks 
for sale in Canada came in 
equipped with more than $600,- 
OOO worth of U.S. tires. In the 
last few months we have stopped 
buying U.S. tires.” 


Purchacina._ Week 
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PURCHASING VIEWS.of young managers are thoroughly aired. Stand- 
ing by to guide the discussion is Tom McNichols, the teacher. 


P.A.s Attend Trainee Course; 
Purchasing, Management Stressed 


(Continued from page 1) 
ment, marketing, finance, produc- 
tion, purchasing, well as 
broad concepts such as the char- 
acter of the corporation, how to 
plan ahead to attain defined ob- 
jectives, communication and 
public relations. The sessions 
were planned and guided by two 
experts from Northwestern Uni- 
versity s Institute for Manage- 
ment, E. M. Barnet and Thomas 
MecNichols. They prescribed two 
case studies for each session, plus 
four books for the entire course. 

Domark thought the “most 
profitable sessions were those on 
finance and communications.” 

“It is very important for the 
P.A. to be able to take the bal- 
ance sheet of a supplier and 
evaluate it,” Domark said. “At 
the same time, the matter of com- 
munications between _ people, 
right from the president on down 
to the stock chasers, is of great 
importance. There are so many 
people who dont really know 
how to communicate.” 

When the topic of purchasing 
function came up, Domark ex- 
plained to the group some of the 
problems and complexities of his 
work. 

Edward T. Carroll, Motorola’s 
executive development adminis- 
trator, and one of the planners 
of the program, said the training 
sessions provided a “leveling of 


as 


irritations” and a flow of ideas 
between people with varying 


functions in the company. 

Carroll said the training pro- 
gram grew out of 250 interviews 
between the middle management 
men and their supervisors. Such 
interviews are held semi-annually 
to bring out the individual's 
strong and weak points, as part 
of Motorola’s continuing execu- 
tive development program. Ordi- 
narily, the individual then plots 
his own improvement course, 
with the aid of counseling. This 
has been the foundation of the 
program. 

This year, Motorola decided 
to use the fund of material ac- 
quired through the interviews to 
put together a more formal type 
program that would hit as many 
of the important points as pos- 
sible. 

Carroll pointed out that the 
purchasing function lent itself to 
a very good analysis of training 
needs, since the P.A. must have 
knowledge of such things as pro- 
duction, finance, inventory con- 
trol, etc., all the way down to an 
understanding of tool and die 
making. 

“In the case of purchasing, it’s 
often a matter of a lack of under- 
standing of the financial end of 
the operation,” according to Car- 
roll. “The ability to read and 
evaluate a financial statement 1s 
especially necessary in analyzing 
a growing company that has not 
established itself as a long-time 
supplier.” 
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Piggyback to Go Coast-to-Coast; 


Commodities Not to Govern Rates 
Balanced Movement of Goods Both Ways Needed, 


Or Operation Will Fail, 


(Continued from page 1) 
York to San Francisco as it would 
a trailer-load of hay. 

[wo new railroad freight rates, 
recently approved by the In- 
ferstate Commerce Commis- 


sion, make this possible. 
Based on these rates, the 
first so-called “transcontinental 


piggyback service” is due to begin 
Operating on a regular basis this 
month. 

The first such shipper-owned 
piggyback rate was granted to the 
Erie Railroad in Apjyil. The 
charge to haul two trailer vans 
from New York to Chicago is 
90¢ cwt with a minimum. of 50,- 
OOO Ib. in not more than two 
trailers. 

Second Rate Gains Approval 

The second rate, which made 
the coast-to-coast service pos- 
sible, was approved several weeks 
ago. It is a flat rate from Chicago 
to Los Angeles and San Fran- 
cisco of $924 to haul the rail car 
with two vans. This works out to 
42¢ per car mile. The railroad is 
guaranteed this flat rate whether 
the cars move empty or loaded. 

Thus, the key point in the op- 
eration is the necessity of getting 
a balanced movement of goods 
both ways. Observers claim that 
if this isn’t accomplished, the op- 
eration will fail. 

Since the Erie put the new rate 
in the works, several other east- 
ern roads ‘have published com- 
petitive rates. Still others are 
studying the situation. The New 
York Central has added a “plan 
III” to its flexi-van tariff which 
becomes effective July 21. The 
rates, based on two vans moving 
on one flat car, are broken down 
into four alternate routes: 


New York-Chicago....$451.59 
New York-St. Louis. ..$519.00 
Boston-Chicago ...... $494.50 


Boston-St. Louis $600.00 


P.R.R. Sets Third Phase 


The flat cars must be hauled 
on Central lines only and there is 
a maximum of 70,000 Ib. for the 
two vans with no one commodity 
to exceed 60% of the weight. 

The Pennsylvania Railroad 
also published a “part III” to it 
truck-train tariff on July 5 to in- 
clude this new service. The rate 
from Kearney, N. J., Pennsy’s 
loading terminal, to Chicago i 
$451.50 per flat car, and from 
Kearney to East St. Louis, $519. 
A spokesman for the road said 
the rate applies whether the ship- 
per loads one or two trailers on 
the car and whether the trailers 
are loaded or empty. 

Spencer Mosley, assistant to 
the president of the General 
American Transportation Co., 
Chicago, claims this new concept 
will be “a boon to_ shippers 
throuzhout tie nation.” His firm 
now makes the so-called “Clejan’ 
rail flat car. designed especially 
for pizgyback movement of 
larger-sized highway trailers. 

Many traffic men. well versed 
in the complexity of piggyback 
and other innovations in trans- 
portation, feel this new system 
will split traffic for the trucks and 
rails on an economically sound 
basis—long haul for the rail- 


Observers Claim 


roads and short haul for the 
truckers. 

It is also expected to divert 
back to common carrier rails and 
trucks, through Jowered costs, 
much of the “do-it-yourself” pri- 
vate carriage now being per- 
formed by shippers. 

It is felt that in the beginning, 
the system will especially bene- 
fit freight forwarders, shipping 
associations and the larger pri- 
vate shipper. But as it mushrooms 
into all sections of the country, 
it is expected to benefit even the 
run-of-the-mill shipper. 


Boost Is Needed 


Gene Ryan, president of Rail- 
Trailer Co., Chicago, hopes the 
new setup proves successful, not 
only for his business but be- 
cause “transportation in general 
needs a_ boost.” Ryan’s firm 
leases trailers to shippers who do 
not own their own and _ his 
Trailer-Train Co. leases flatcars. 

Ryan frankly admits, however, 
that “it must be demonstrated 
before we can tell what savings 
for shippers will — actually 
amount to.” 


Price Changes 


Pir Plywood—Major plywood 
producers have raised tags on 
both sanded fir plywood and ply- 
wood sheathing. Sanded fir ply- 
wood is now selling for $72 a 
thous. sq. ft. on 4%4-in. thick grade 
wood. This represents an increase 
of $4 a thous. sq. ft. Plywood 
sheathing has been boosted $6 a 
thous. sq. ft. to $112 on %s-in. 
erade sheathing by some major 
firms. 


Benzol—Two__ producers of 
benzol have reportedly dropped 
prices by 4¥2¢ and 5¢ a gal. It 
leaves tags at 3l¢ and 31'’%2¢ a 
‘allon. Competition, especially 
rom foreizn producers, is_ re- 
_orted as the reason for the price 
cut. 


Two-Ethyl Hexyl Acrylate— 
The second reduction in seven 
montis in the price of two-ethy! 
nexyl acrylate has been = an- 
nounced by a major mroducer. It 
represents a cut of 5¢ a Ib. across 
the board. New prices are 45¢ a 
'b. for tankears, 47426 a Ib. in 
carloads, and 48'2¢ a Ib. in less 
carloads. 


Copper—Custom smelters last 
week boosted tags of copper by 
’2¢ a lb. to 26¢ a Ib. Producer 
tags still remain between 25¢ a 
'b. and 26'%26€ a Ib. 


Gasoline—Several Gulf Coast 
refineries have upped tags on 
cargo loads of motor gasoline by 
'4¢ a gal. for the second time in 
two weeks. The rise covers most 
gasoline up to 97 octane. 


Polyvinyl Acetate—Shawini- 
gan Resins Corp. has cut tags on 
spray-dricd polyvinyl — acetate 
emulsions by Se a Ib. The new 
truckload price is 47¢ a Ib. anc 
the 200-Ib. lot price is 52¢ a Ib. 
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about business. It is going to 
recession is over. 
that it is? 

We do. We 


got it from 


rise so does business. 


The chart above supports this theory. But it 
is a rather disturbing one for solid economists. 


shave to worry 
And do we have the proof 


the 
Economics Department. In one of his off-duty 
moments some economist made the great dis- 
covery that whenever hemlines of women’s skirts 


PAs Note: As Skirts Go Up, So Does Business 


Purchasing agents no longer 


be better. The 


the 


McGraw-Hill PURCHASING 


If true, the purchasing agent need no longer dis- 
turb himself about the reams of government 
Statistics and indexes and others prepared by 
economists 
WEEK. 
tomorrow will spend all his spare time standing 
in front of his office watching the girls go by, 
And we shudder to think of what will happen 


of such publications 


Instead the smart P.A. of 


as 


when the dress designers decide to boost busi- 


ness to a higher level than ever before reached 
in modern civilization. 


R.R.s to Drop Efforts for Fall Freight Hike; 
Industry Officials Say Boost Could Hurt Rates 


(Continued from page |) 
creases which go into effect 
Nov. 1, 1958. 

“The Western carriers are, of 
course, considering ways and 
means of improving their rev- 
enue; in order to meet this added 
sxpense, but such ways and 
means do not necessarily include 
increases in freight rates.” 

The Chairman of the Traffic 
Executive Association of th? 
Eastern Railroads, E. V. Hill, 
made a similar comment. “We 
realize that continually increas- 
ins rates is no solution to the 
sroblem of the railroads,” he told 


on 


PURCHASING Week. “The only 
apparent solution is to cut our 
ywwn costs and modernize our 
nlants.” 

He also was “certain” there 


will be no across-the-board hikes. 
“In fact, we are looking for 
ways to adjust present rates 
lownward to attract more busi- 
ness,” Hill said. “there is plenty 
of business moving inter-city, 
and we could imorove our rev- 
‘nues by getting more of it.” 
Hill pointed out several other 
areas being examined by the in- 
lustry as a means of cutting costs 
and adding revenue: 
@Lower boxcar rates 
higher weight minimums. 
e All forms of piggyback, in- 
cluding the newest coast-to-coast 
-oncept (see pg. 1). 
eA broader plan for carrying 
‘oaded containers on flatcars. 
“As to the rate situation in 
reneral,” Hill added, “I feel there 
is a 50-50 chance of some rates 


with 


a> \ 
. none VVveek 


going up and others going down. 
We are trying, however, to place 
emphasis on rates going down to 
attract more business.” 


Siatistics Support Reasoning 


Statistics also back up this rea- 
soning. Although there is no way 
to show exactly how much traffic 
jumps the tracks with each hike 
in rates, since World War II rail- 
roads’ share of ton-miles of trattic 
dauled has declined from 64“ ot 
ihe total to around 50%. 

The fear of diverting even 
more traffic to competitors is 
segged by observers as more of 
a damoener on higher ftreicht 
rates than the recent repeal of 
the 3% transportation tax. The 
tax repeal, however, is looked 
upon as an added starter to lower 
rates. 

“We're hoping the added traffic 
resulting from the tax being re- 
moved will make up for the wage 
increases,” commented J. J. Lan- 
drigan, general freight agent for 
the Chicago, Milwaukee, St. Paul 
& Pacific Railway. 

A spokesman for the Chicago, 
Burlington & Quincy line gave 
another reason for possible elim- 
ination of a rate hike this fall. 

“The railroads have been cut- 
ting rates on petroleum products 
and cement already,” he said, 
“and you'll probably find at least 
as many cuts as increases in the 
next few months. The Smathers 
bill will make it easier for rate 
cuts, and there probably will be 
a good many of them.” 


These current statements of 


railroad men are almost dia- 
metrically Opposed to the com- 
ments made earlier this year 
when the industry was fighting 
for the last round of selective 
rate increases which were won in 
February (P.W., Jan. 13, pg. 1). 
It was predicted then that there 
would be more rate hikes in 
November. 

Wage Boost Money Is Problem 

Despite claims of no general 
increase and few. if any, selective 
rate hikes, most railroads, par- 
ticularly in the East, are in a 
quandry as to where the money 
for the wage boost will come 
irom. 

The automatic 7¢ an hour in- 
crease, plus any cost of living 
escalation that may be needed, 
will cost the Eastern roads alone 
some $70 million or more. It was 
also. pointed out that material 
costs have gone up which will put 
another $20 million dent in the 
revenues of these roads. The 
combined costs of higher wages 
and higher priced materials, such 
as steel, is expected to smack the 
nation’s railroads with a_ total 
nearing $280 million. 

“As anyone can sec, this will 
be quite a problem,” Hill de- 
clared. “But we've got to work it 
out somehow without turning to 
higher rates. As I said before, 
that’s not the solution. 

“We'll just have to scratch our 
heads, do a little deep thinking 
and I’m sure we'll be able to solve 
our problems for the benefit of 
all.” 
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Did You Know? 


The world’s largest selection of 
top-quality cutting tools is as close as your 
own stockroom when you phone one of 
DoALL’s 38 stores, linked by 

nation-wide teletype. 

—Danny DoALL ' Taps 
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Introducing the new DoALL 
Counter-Drill Set 


Another DoALL Exclusive. 


Why drill and countersink in 
two operations? Do it in one with 
the new DoALL Counter-Drill. 


DoALL High-Speed Steel 
Counter-Drills have 82° in- 
cluded angle for flat or oval head 
screws. This is a speedy one- 
operation tool for drilling and 
countersinking sheets and plates. 
The drill diameter gives clear- 
ance for screw body. DoALL’s 
radial-designed angle provides 
greater strength, faster cutting, 
smoother finish and longer life. 
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Its performance and name are the same 


Other Outstanding 
Shell Industrial Lubricants 


Shell Tellus Oils—for closed hydraulic 
systems 


Shell Talona R Oil 40—anti-wear crank 
case oil for diesel locomotives 


Shell Rimula Oils—for heavy-duty diesel 
engines 


Shell Turbo Oils—for utility, industrial 
and marine turbines 


Shell Dromus Oils—soluble cutting oils 
for high-production metal working 


Shell Macoma Oils—for extreme pressure 
industrial gear lubrication 


Shell Voluta Oils—for high-speed quench- 
ing with maximum stability 


SHELL ALVANIA GREASE 


around the world 


Here’s a grease you can count on to 
remain plastic in sub-zero weather 
and, at the same time, remain stable 
under sustained high temperatures. 
On job after job, Shell Alvania 
Grease has successfully replaced 
dozens of special lubricants. 


Alvania® Grease also has an out- 
standing performance record on the 
toughest anti-friction bearing grease 
applications. It is ideal for wet, 
humid applications because it is in- 
hibited to prevent water corrosion. 


Purchasing Week 


It gives good lubrication under con- 
ditions which normally spell trouble. 


The world-wide availability of 
Alvania Grease is assurance that 
your customers abroad will get the 
same performance from your equip- 
ment that domestic customers rely 
upon, For complete information on 
this truly multi- purpose grease, 
write Shell Oil Company, 50 West 
50th Street, New York 20, N. Y., or 
100 Bush Street, San Francisco 6, 
California. 
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